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PRODUCT NEWS from AmeERican-Standard 


A review of products in the news and important features worth remembering 





MAYFAIR SUMMER AIR CONDITIONER. This self-contained residen MAGNE-FILTER AIR CLEANER. 


Designed for easy installation in the 
tial cooling unit mechanically cools and dehumidifies the air 


return duct of any winter or summer air conditioning system, the 
quietly, uniformly, economically. It is designed for easy connection Magne-filter is a dry type electronic air filter that traps even the 
to foreed warm air heating system (using same ductwork) to form smallest dirt particles, removes pollen, air-borne bacteria, dust and 
a year ‘round home air conditioning installation smoke from the air 
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NEW DRESSLYN LAVATORY-DRESSING TABLE. ‘This handsome unit AMERICAN-STANDARD DISPOSER. A wor 
is compact, yet spacious. ‘The cabinet is made of moisture-resistant mous American-Standard sinks, this quiet-operating disposer is 
wood finished with enamel, the lavatory is genuine vitreous china also ideal for modernization as it can be casily fitted in 


‘-3aVving partner for fa 


hilly 
both are available in white and 20 harmonizing color combina with standard drainopening. Hasreversible, double-edged shri 


tions, Counter top and splash back are enameled steel of rustproof chrome steel, and unique safety top control 


American-Standard 
Dept. NR-23, Pittsburgh 3), Pa. 


Without obligation on my part, please send me your free 
literature on: 


[_] Mayfair Summer Air Conditioner [_} Magne-filter Air Cleaner 


[_] New Dresslyn unit [ ] American-Standard Disposer 


American-Standard Nome. 


Address 


American Radiator & Standard Sanitary Corporation, Dept. NR-23, Pittsburgh 30, Pa. 
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Today, perhaps more than ever 
before, home owners are value-con- 
scious. They want to know what they are 
getting—respond quickly to product 
names which are “old friends.” 


Here Curtis Silentite Windows are a definite 
help. These wood windows put real meaning 
into that over-worked word “‘quality.” 
They are precision-built, pre-fit and 
pre-assembled units for quick, economical 
installation. Materials and workmanship 
are guaranteed. Silentite weather-tightness 
and easy operation are attested by millions 
of installations. And the name “Curtis”... 
known for 87 years—has become almost a 
household word in fine woodwork. 








4 This Curtis guarantee of materials and workmanship is available 
with every installation of Silentite windows and other Curtis 
Woodwork. Your dealer will give you complete information. 
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Curtis makes picture windows in a variety 
of sizes. Here, a picture window is flanked 
by the famous Curtis Silentite double 

hung units with their exclusive “floating” 
weather-strips, which lower heating costs. 


é The new Curtis panel windows offer a highly flexible means of 
providing for any desired number of window openings. 
Simple, yet rugged in construction, they are available 
for standard Thermopane or Twindow glazing. Ventilating 
units and louvres are furnished when desired. 


Curtis Silentite wood casements are + 
known as the most weather-tight casements 
made today. They come in several sash 


styles and sizes. Their patented operating hn . 7 be. S I LE N T I TE 


mechanism provides easy operation PRE-FIT 
—locks casements in any open position. the Insulated window 


Curtis Companies Service Bureau, RJ-2Curtis Building 
Clinton, lowa 
. : : Please send me booklet on the Curtis line of Silentite Windows 
Curtis makes every practical type of , ‘ ” Le — 
window for every style of home. Name. 
Complete information is yours for 


: : iddress 
the asking—mail the coupon. sania 


Curtis offers a complete line of architectural woodwork and kitchen cabinets for homes of all 
types and sizes. Make your next home “all Curtis.’ 


SS ES 


NATIONAL REAL EsTATE AND BUILDING JOURNAL February, 1953 





ixceptional 


Nationally 
Budget 


Fourteen 


Financing 
Inancing 


llomes— FILA 


Where Else 


This Outstanding 


Quality e Conventional Construction 


Appearance oe Architect Designed Ilomes 


Advertised Materials and Equipment 


Prices @ Fast Completion on the Site 


Models e Five Front) Elevations for 


Model oe Assistance in Site Planning — 
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Can You Get 


Combination ? 


Attention Builders 
We 


have openings in a number of 


localities for qualified builders. If you 
have sound financial resources and an 
established reputation for building well- 
this is 


designed, high quality homes, 


an exceptional opportunity for you. 


Write today on your letterhead. 


ROAD + DEARBORN, MICHIGAN 
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Mr. William A. Zeh, builder of this house at Los Angeles, Cal., “ *Modern’ is the theme of our development,” says Mr. Noble 


says, “‘No builder nowadays would think of installing anything S. Clay, builder of this house at Shaler Township in Pennsy! 
but automatic heat and electric refrigerators in his new houses. vania—“and we find that most home buyers go for contempo- 
And just as people take those things for granted, they're look- rary design. The E/ectric Range is a definite part of it. It's rea//y 
ing for automatic electric cooking equipment.” modern cooking equipment. Everybody wants the electric con- 





venience features.” 
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these houses have one thing in common 


VILL perge/ 





, 
Home buyers may differ on the size of house they want, or on 
its construction features. But from one end of the country to the 
other they want Electric Ranges in the kitchen. They've learned 
f that cooking with an Electric Range is both economical and 


easy, and assures a clean, cool kitchen. No matter what the size 
or price bracket of your houses, one item of equipment that will 
really help you sell them is the Electric Range! 


More builders every day 


are installing ELECTRIC Ren 
RANGES 






This is a kitchen of a Shaler Township house. Builder 
Clay practiced electrical engineering for 16 years be- 


ELECTRIC RANGE SECTION 

fore entering the building field. His background National Electrical Manufacturers Association 

helped him to choose what home buyers want, so 155 East 44th Street, New York 17, N. Y. 

the range—of course, it's ELECTRIC! ADMIRAL + COOLERATOR + CROSLEY + DEEPFREEZE ~- FRIGIDAIRE 

GENERAL ELECTRIC - GIBSON + HOTPOINT - KELVINATOR + MONARCH 
NORGE - PHILCO + WESTINGHOUSE 
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Now... you can give home buyers 


bryants new ‘Command-Aire” Twins 


practical, attainable 


Year ‘round comfort . . . or the early “prospect” 


of it. . . is going to sell a lot of new homes this 
coming season. It’s a feature home buyers want, 
and for two reasons: First, for the added enjoy- 
ment it provides; second, for the extra value it 
adds to the home should the owner have to sell 
in the next few years. 

Now, with the introduction of Bryant’s “Com- 
mand-Aire” Twins, builders can offer this sales- 
clinching feature in a// of their homes. Thanks to 
Bryant’s mass-production techniques, they can 
offer summer cooling for 30% to 50% less than 
heretofore . . . or, let the purchaser add cool- 
ing later. Either way the buyer gets a big 
“plus” and think what this can mean in the 


profitable selling of homes. 


bryant scccss huniveu,. 
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Unusually compact design permits hide- 
away installations of the ““Command-Aire” 
Twins—in closets or alcoves . . . in utility 
rooms ...in basements. Requires a mini- 
mum of 724 sq. ft. of floor space (actually 
less than twin sanitary tubs). 





Use one cooling unit . . . sell 100! By install- 
ing the ““Command-Aire” Twins in their 
model homes and leaving space for the 
cooling unit in the others, builders can offer 
“year ‘round conditioning” in ail/ their 
houses without additional investment. 


February, 1953 


Air conditioner is independent unit with its 
own blower, air filter and controls. This 
eliminates need for air to pass through both 
units, improving both heating and cooling 
efficiency—and mak ing for hushed operation. 
A Bryant “exclusive” in low-cost equipment. 
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“the home of the future” today! 


make year ‘round conditioning 


hy average-income families 


Bryant’s ““Command-Aire” Twins, as you 
might guess, are matched heating and cooling 
units. Each operates separately, or they may be 
used together. And you can use gas or oil for 
heating, as both types of forced air furnaces are 
available. You also have a wide range of furnace 
sizes to choose from ... as well as 2, 3 and 
5-ton capacities in the summer conditioning 
units. 

You will want to get all the facts on this new 
Bryant equipment as it can add to your profits 
in 1953. You'll be 


supporting program to help builders sell their 


interested also in Bryant’s 


houses. Ask your Bryant Distributor to give 
you the details . . . or write Bryant Heater Divi- 
17825 St. Cleveland, Ohio. 


sion, Clair Avenue, 


Aeon buaineus fe bails 


Sales magic! Year ‘round comfort conditioning at prices even 


buyers” 


See the 


“GI home 


can afford, can be real sales magic for builders in °53. They will 


get bigger crowds, more interested prospects, easier-to-sell customers . . . 
and make more money on their houses. 


National 


advertising will pre-sell 
Bryant *‘Command-Aire”’ year 
’round conditioning to millions this 
spring and summer, also carry the 
names of leading builders who are 
featuring ““Command-Aire”’ instal- 
lations in their homes this year. 


|; atensed Mone daton 


Local promotion and publicity can 
tie the builder into the big national 
advertising program. We'll help pre- 
pare the material and get it into 
local papers. The ““Command-Aire”’ 
Twins are ‘news’ — news builders 
can use to advantage. 


‘WOME OF THE FUTURE” 








m@ HOME OF THE 
: FUTURE” 
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Five-year warranty on the hermetically 
sealed compressors of the 2 and 3-ton 
“Command-Aire” Cooling Units has tre- 
mendous appeal to home buyers. They will 
also appreciate the fact that factory-trained 
experts are close at hand. 
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**On-the-site” selling helps, especially de- 
veloped for use by builders, will point up 
the extra comfort 
’round conditioning, also the many advan- 
tages of a ““Command-Aire” 


home buyers, both today and tomorrow. 


AND BuILDING JOURNAL 


extra value—of year 


installation to 






1953 


kebruary, 


Bryant’s new “Command-Aire”’ 


Sales Training is another important feature 
of 
gram. Qualified representatives are available 
to aid builders’ salesmen in selling summer 
cooling most effectively. This can add sub- 
stantially to builders’ profits, 


pro- 
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property managers, and real estate brokers, 


general 


Subscription prices 


copies except Roster issue $1! 
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Wars 
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CONTENTS 


Be a Spare Time Artist 


Law Says 
By 
The House with 72 Floer Plans 


Should Cities Annex Satellite Towns 


Yes! By William Z 


Will Today's Shopping Centers 


Succeed? 
Bs Rover Lakes 

Fake Time to Help 
the ‘Little’ Folks 


by bal B 


Common Sense Builds 
Tenant Goodwill 


by Maver TP. Bhim 
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headquarters 427 In Memoriam 


Sixth Avenve, Southeast, Cedar Rapids, lowa 


What's Wrong With 
$4 «your Veterans’ Housing? 


in the United States. In 


$7 two years, 


$5 @ year; in all other :countries, 


Single copies 50 cents; back 


Member ABC 


beckomever ) hy bk. tl 


No! By Alexander 


Designed For Sales 


New Tax Law Highlights 
Welter 
IHlomes Our Readers Are Building 
Are You Wasting Ad Spaces 

Ih. NMitke Stetelman 


— Hobart ©. Brady 


Product Progress 


Among Ourselves 
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gag 
Ue 


THE JOURNAL REPORTS 


Spring Thaw in Interest Rates? 


Announcement by FHA that a 14% service charge 
may be added to 414° Title I. Section 8 loans is the 
first sign of a thaw in frozen interest rates 
the new rule applies only to 25-year, 95% loans up 
to $4,750 on new single family houses, it has little 
significance except as a possible indicator of things 
to come. Homes in the $+.750 price range are beyond 
imagination in most parts of the country. However 
for those houses that do fall in that price range, the 
added service charge will help mortgage lenders meet 
the high handling cost of such loans. 


» 
CCAaAUSEC 


Effect of Killing Price Controls 


If price controls are killed, can we expect another 
inflationary spiral? That’s a question that merits the 
attention of all who buy. OPS Director Joseph Free 
hill says there are two distinct trends of prices at 
present. 1) prices of many goods are down from peak 


February, 1953 
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levels of the post-Korean boom. many well below cur 
rent ceilings. and 2 
strong in most industrial materials. some consume 
durable goods such as automatic washers. dryers. and 
freezers. most petroleum products, some foods. serv- 
ices, and heavy manufactured goods, If prices in 
crease in the areas that Freehill predicts. the direct 
effect on homebuilders offering a complete package 
will be increased costs which will have to be passed 
on to buyers unless costs can be trimmed elsewhere 
Freehill expects major appliance prices to go up from 
4% to 8% if controls are killed. 


NAHB Names Dickerman Executive Director 


John Dickerman has been appointed executive di 
rector of NAHB, officially announced last month by 
Emanuel Speigel, new NAHB president. As executive 
director. Dickerman will assume many of the former 
duties of Frank Cortright. executive 


pressures for higher prices are 


vice president 


Please turn to page 18 
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COMPARE! 7 STAR FEATURES 


7 Star Features Sell Homes Faster! 


Easy to clean—smooth sur- 
faces with no dirt-catching 
handles 

One-piece tops of lifetime 
vinyl—no seams to catch dirt 
Giant storage space 
American Kitchens Roto-Tray 
Dishwasher, work-saving 
Handy pantry—uses every 
inch of corner space 
Rounded, one-piece drawers 
clean as easily as wiping out 
a bowl 

Convenience features—like 
the step-saving exclusive 
Serv-Cart 


Gunnison Homes use American Kitchens 


AMERICAN KITCHENS DIVISION {)CO CONNERSVILLE, INDIANA 


NaTIONAL Rea Estate AND BuiLpInG JourNaL — February, 1953 


See Why 





Smart builders know conven 
lence feature will do more to 
ell a house than all the su 
perior grade cement and lum 
ber in the world’ 
They have learned to start 
with the kitchen to make it 
center of convenience ind 
ittraction that wall kindle the 
let buy at clear light ina 
voman ‘ ‘ eink vhy 
the prefer Amencaun Kiteh 
ens, built with all the feature 


iwoman want 


INCLUDE THE ROTO-TRAY DISHWASHER 
The one appliance proved to 
sell houses faster! 
Here's real house-selling magi 
thesensational new Amer 
ican Kitchens KRoto-Tray 
Dishwasher, really work-free 
that does dishes > times 
cleaner than by hand See 
how it and American Kitchens 
can sell your houses faster! 


Rusco picture window and flanker arrange On many small homes, such as this one in 


Brewster Manor Homes, Hicksville, Long Island, feature 


ment permits controlled ventilation with Houston, Texas, Rusco Prime Windows are used Rusco Prime Windows throughout. Builder Lee Schoenfield 


large fixed window area. Flanker arrange in single, double ond triple arrangement to 
suit various room or design requirements 


ment may also be used effectively with doors 


FOR GREATEST WINDOW 
VALUE AT LOWEST COST 
.... SPECIFY RUSCO 





pletely nstalled 
in as little as 
minutes | 


aod 
| i 
i 


is iF 


1, Rusco Prime Window, 
with glass and screen 


h/ 
2 


panels removed, is taker 


from stockpile 


A Fully Pre-Assembled Window Unit 


Factory-Painted, Hardware Attached — 


2....placed in stud « per 


and plumbed... 


GLASS * SCREEN * BUILT-IN WEATHERSTRIPPING 
INSULATING SASH* * WOOD OR METAL CASING 


-»OR STEEL FINS 


*OPTIONAL Glass and Screen Inserts easily re- 
moved from inside for convenience 
in cleaning. The Rusco removable 


Wherry Housing Development, Selfridge Air Force Base, Mt. Clemens, 
Mich. Over 5,000 Rusco Prime Windows were used in this large housing 
project for Air Force personnel and their families 


All Ready to Install in Window Opening! 


says, ‘Without qualification, we recommend Rusco Prime 
Windows os best for the home of today.”’ 


Unusual Cost-Saving Features of America’s 
most Modern Window Permit Its Use in 
Virtually Every Type of Construction 


The Rusco Prime Window sets an entirely new standard in 
complete window protection. It is precision-built of sturdy, 
tubular galvanized steel, bonderized and finished with baked-on 
outdoor enamel. Strong, rigid, fully weatherstripped, it provides 
smooth, effortless operation. Available with insulating sash that 
eliminates the storm window problem. 


This unique, ready-to-install window makes truly remarkable 
savings in installation time and costs. Can be fully installed 
on many types of construction in as little as 5 minutes! No field 
glazing, painting, fitting of hardware, or call backs for adjust- 
ments and refitting. Many builders report that the installed cost 
on Rusco is less than that of the cheapest windows they can buy! 




















sash feature has tremendous appeal 


as a convenience and safety feature. 


4. reer 
panels slipped into slides 


. and in less than FOR FULL DETAILS, SEE SWEET’'S CATALOGS OR WRITE 


§ minutes the fully-in 


Galvanized 


™ WINDOW 


VERTICAR SLIOE 


stalled window Is ready THE + C RUSSELL COMPANY CLEVELAND 1, OHIO, DEPARTMENT NR-22 
for service! . 2 IN CANADA: TORONTO 13, ONTARIO 


10 February, 1953 
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SEND US YOUR PLANS FOR ANY HOUSE (600 
, to 2500 square feet). WE'LL FURNISH 
QUOTATION WITH LIST OF MATERIALS, OR 
ASK TO SEE OUR PLANS 


There’s more profit for you because BEST 
Homes go up faster! Homes can be erected on 
prepared sites as they are unloaded 

from truck . .. put under roof in first day! 


























; 
Versatile construction—dry wall or plaster wall | Sell BEST for. bet. 
| ter profits! We buil 
- basement, slab or crawl space... | to your specifica- 
with or + withiout attached garage . . . hip or / tions, or you may 
abled roof —makes them easy’ fit choose from our 
s to plans for 2 and 3 Ayah 
into any of your plans. bedroom homes. A 
Write, wire or “ae 
: phone for informa- 
tion on a BEST 
Home Dealership. rae 
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G-E REFRIGERATORS 
New models provide 20% to 
58°, more food-storage apace 
per square foot of floor space 


than comparable older models. 


| ) 





G-E RANGES 


The new full-sized “Beacon” 
supplements other low-priced 
G-E models — a model with spe- 


cial appeal to builders 


February, 1953 


G-E ELECTRIC SINK-DISHWASHER 
Builders’ models basically same 
as de luxe models, but modified 
to make them more attractive 


pricewise, 
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New G-E 
Laundry 
Equipment, 
too! 


New Automatic Washer 
and new Automatic 
Clothes Dryer. Also: 
Wringer W ashers and Toe- 


Pouch Automatic Lroner. 
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The photograph at the left was snapped 
one fine Sunday afternoon last Spring, 
when hundreds of cars swarmed about a 
model home equipped with a complete 
G-E Kitchen-Laundry. Within the next 
few days the development of 47 houses 


was completely sold. 


53 can be like that for you. And we 





don’t think we're painting an over-opti- 





mistic picture, either! 





Why? Because all during 1952, and 
1951. and 1950—and before that—build- 
ers who have installed General Electric 
Kitchen and Laundry equipment in their 
houses have reported just such phenom- 


enal results as indicated at right. 


Did you know this? 

\ G-E Kitchen-Laundry can be built 
right into your $10,000 or $12,000 houses 
—and the monthly cost to the homeowner 
may be no more than a regular telephone bill 
because under modern home-financing the 
cost of these dependable appliances can 
usually be included right in the regular 
mortgage. 


Start selling your houses faster, just as 
many other builders are doing from coast 
to coast. See your local G-E distributor 
or write to General Electric Company. 
Louisville 2, Kentucky. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 


this for you? 





Sold 114. Mesars. Rosenberg 
and Beneson erected 114 
houses in Bethel, Conn, and 
sold the entire development be- 
fore it was completed, 





Sold 47. Mr. R. 0. Smithson 
Ir. developed Conant Village 
near Boston, Mass. and sold 47 
General Eleetric equipped 


houses within a few days. 


i 

hw 

T led. 

Sold 1,000. Mr. J. T. Broy 
hill’s firm sold 1,000 houses in 
the $10,000 to $13,905 price 


class in the Wash., D.C. area 
within the last few years 


all matched, all dependable appliances! 





G-E DISPOSALL* 


General Electric is first in the 


industry with 5-year protection 
plan. A real sales point in help- 


ing to sell houses. 
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G-E WATER HEATERS 
All connections located at top New T-cu-ft freezer above or 
of tank to save time and instal- 
lation costs, Other models up 


ov 
to 82-gal. capacity. 


G-E FOOD FREEZERS 


new Ht-cu-ft upright 


February, 1953 





cupies only slightly more floor 


space than t-cu-ft models. Also 


New G-E 
Steel Base 


and Wall 
Cabinets 


Designed to blend with 
new matched line of G-E 
appliances. White baked- 
on enamel, KRust-resistant 











NEWS 





BUILDERS SEEK 
NEW WAYS 

TO BOLSTER 
HOUSE MARKET 


By BOB FAWCETT, Editor 


| OW are we going to keep up the sales volume of 

new houses in 1953? That was the question up 
permost in the minds of 7,500 of the nation’s builders 
as they crowded into Chicago last month with thou 
sands of manufacturers, dealers, mortgage men, gov 
ernment officials, and wives for the annual conven 
tion of the National Association of Home Builders. 

Delegates expressed little doubt that the building 
industry can keep up a production pace of one million 
houses a year. Materials and equipment are in good 
supply. Labor is causing no major difficulty. But the 
demand for “shelter housing” is fast disappearing. 
Replacing it is a strong market for new homes but 
a selective one. How are builders going to tap this 
market with construction costs continuing to in 
crease? For some, experienced only in a booming 
market, this would be a big problem, But Realtor 
Builder Bob Gerholz, past president of both NAHB 
and NAREB, summed up the solution this way. 
“Dramatize. Dramatize. Dramatize.” 

This was the underlying theme of the convention 
The four days, chuck-full of crowded meetings, gen 
eral sessions, panel discussions, were announced un 
der various titles, but all got around to the problem 
of merchandising improving the housing market. 

Even the 250-plus exhibitors of building materials 
and equipment realized it. Packed into space on four 
floors of the convention hotel, they were using every 
thing from free popcorn to orchids to vie for builders’ 
attention. They knew that much of the competitive 
market problem was being put back on them, and 
they were ready with exhibits of new materials from 
an all-purpose tile which can be moved from room io 
room to a new type of polka dot paint. 

Delegates heard a number of answers to the mer 
chandising question, Most prominent was the trade 
in house idea. Pointing to the automobile industry as 
an example, NAHB leaders said that trading in old 
houses for new ones is the key to an ccnenle’ new 
house market. They suggested that builders take in 
old houses, crediting the equity to the purchase of a 
new house, and remodel the old houses. They pointed 
out that, in some cases, three or four trades could be 
worked out until finally the last house in the trade 
could be demolished and the land put to better use. 

For the real estate builders who attended the con 
vention, the trade-in was nothing new. Many had 
been doing it for years. But to many of the delegates 
it was an entirely new idea and an involved one. 
Few thought they could do it without broker coopera 
tion. Yet they realized it was a logical way to improve 


the nation’s housing supply and stimulate the market. 

Taking the lead of NAREB, the builders devoted 
several sessions to urban redevelopment and rehabili- 
tation. Delegates were told that more teeth should be 
put into local sanitation codes; that many of the na- 
tion’s slum areas — hotbeds for crime and disease — 
could be cleared through enforcement of existing law. 
Milton Brock, NAHB past president, explained how 
the clean-up program launched in Pasadena, Califor- 
nia, had caused 8,000 special inspections, with more 
than 2.000 structures ordered demolished. Other 
NAHB leaders told of similar plans — each with the 
purpose of putting land to its best use and improving 
housing conditions. 

One of the pins that threatened to prick any balloon 
of optimism continued to be financing. Some speakers 
assured the builders that there would be a better sup- 
ply of mortgage money available in coming months. 
They pointed to mounting savings deposits insurance 
funds, and a more sympathic administration as the 
reasons. But builders were fresh from cities where 
FHA and VA loans were rapidly disappearing if ex- 
istent at all. Would there be an increase in these in 
terest rates? Most officials doubted it — for the next 
few months at least. 

manuel M. Speigel of New Brunswick, New Jer 
sey, NAHB’s new president, said he thought bankers 
were overly cautious and that financing has been dis- 
criminatory against low income groups. To back him 
up, NAHB’s board of directors came out with a policy 
statement advocating longer amortization periods for 
FHA and VA loans, particularly in lower cost hous- 
ing. Speigel said that a survey among builders had 
shown a vast majority believe a revision in FHA pol 
icies would “double home ownership for the masses.” 

Delegates, the majority of whom had been building 
standard two-bedroom houses to keep in the lower 
rice ranges, were more attentive to sessions on better 
1ouse design. They heard officials claim there had 
been overbuilding in the two-bedroom class; that the 
lower birth rate of the Thirties was causing fewer 
family formations now, and that the people who had 
bought small, two-bedroom houses needed larger 
space. 

Realtor-Builder Alan Brockbank, 1952 NAHB pres 
ident, said prospective home buyers will find alders 
offering “larger homes than in many a year, three or 
more bedrooms with expandable floor space, more 
built-in storage room, and, in many cases, 11 baihs. 








SPEIGEL=-NAHB's °53 President 


Emanuel M. Speigel, New Brunswick, New Jersey, is the new 
president of NAHB. A nationally-known housing authority, the 
47-year-old builder succeeds Alan Brockbank, Salt Lake City. 
Speigel is a second generation home builder with more than 20 
years experience in building homes in the New York City and 
Northern New Jersey areas. A law 
school graduate of St. Lawrence 
University, he started building 
apartments in 1928 while practicing 
law. In 1940 he became a full-time 
home builder. 

Richard G. Hughes of Pampa, Tex- 
as, is first vice-president. Hughes, 
1952 NAHB secretary, succeeds 
Speigel in the new post. 

Other officers are Nicholas Mol- 
nar, Olmsted, Ohio, second vice- 
president; Paul L. Burkhard, Glen- 
dale, California, treasurer; V. O. 
Stringfellow, Seattle, Washington, 
secretary. 











14 February, 1953 — Navionat Rea Estate AND BuILDING JOURNAL 








ae 


t 





Proof of a more competitive housing market was shown by dele- 
gates as they overflowed into the corridors for a session on “How 
to Sell a House.” Delegates strain to hear sales ideas of Bill 
Hannon of Los Angeles, Calif., and Sam Russell of Denver, Colo. 





At a crowded session on mortgage financing, President Brock- 
bank awards HHFA Administrator Foley a special certificate in 
NAHB’s appreciation of his long government service. Panel in 
cluded top government housing officials, realtors, mortgage men 


In sessions on house design and construction, a 
cent was on year-round air conditioning. Spokesmen 
for the air conditioning industry said they plan to 
introduce for the first tume a unit mass-produced for 
homes in the $15,000-and-under range. Also promi 
nent in discussions was talk of bold new color styling. 
greater emphasis on indoor-and-out privacy, bette 
soundproofing, larger kitchens, more electrical facili 
ties, anol landscaping. In addition, there was con 
tinuing interest in the packaged mortgage, most build 
ers realizing that the most marketable house is com 
pletely equipped with appliances. 

Not as predominant in the busy convention pro 
gram were the “how to do it” sessions. One general 
session was devoted to showing builders the simplest 
and best ways of constructing roof trusses, laying SCR 
brick, taping dry wall. More delegates seemed to be 
interested in the business of home building rather 
than the mechanics of the trade. 

As a tiring four days of activity came to an end, 
NAHB’s directors, who had spent most of their time 
behind closed doors weighing the association’s prob-: 
lems, announced their policy for 1953. They declare: 

1) That full statutory amortization periods be pro 
vided for FHA and VA loans and longer amortization 
be provided in lower cost housing, and interest rates be 
allowed to rise to reflect mortgage market conditions. 

2) That lenders and builders should be appointed 
to the board of FNMA and that it be restored to a 
true secondary (rather than primary) market for 
mortgages. The “one-for-one” plan, now operating 
experimentally, should be enacted into proper legis 
lation, removing present limitations 

3) That the defense housing and military housing 
titles should be continued only to the extent that fur 
ther need for these emergency measures is conclu 
sively demonstrated. 
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How-to-do-it sessions were not as predominant as last year. A new 
feature was a session of demonstrations on how to build a roof 
truss, how to lay SCR brick, how to tape drywall. Workmen actu- 
ally laid the brick, taped the wall, and built the truss, as shown 





Delegates talk over the “trade-in” house idea with Realtor-Build 
er Bob Gerholz, Flint, Michigan, past president of NAHB and 
NAREB. Trades captured much interest as a way of giving the 
new house market a shot in the arm in °53 and clearing slums 


+) That the industry is determined to rehabilitate 
the blighted portion of our housing supply, and that 
a crusade will be carried on to enact and enforce local 
and state sanitation and health codes 

5) That a special mortgage finance vehicle (exten 
sion of Title 1) be adapted to the financing of urban 
redevelopment projects and to financing the rehabili 
tation and reconditioning of substandard but struc 
turally sound housing. 

6) That the trend be halted toward the increasing 
number of costly and unnecessary requirements for 
land development and housing construction by fed 
eral agencies and local governments 

7) That before any further funds are committed 
or appropriated to the multi-million dollar public 
housing program, it should be carefully and objec 
tively reviewed, “We are convinced that faster pro 
gress in adequately housing families unable to pay 
an economic rent could be made at less cost through 
use of sound, existing private housing and, when ne« 
essary, by providing rent assistance to families under 
local supervision (community welfare agencies) .” 

8) That controls on credit, materials, wages, prices, 
rents should not be extended. 

9) That full cooperation be given the new federal 
administration in achieving wise economies in gov 
ernment and in furthering such housing programs as 
will provide ever improved homes for all Americans. 

The convention was the scene for farewells by two 
of the nation’s housing leaders. Ray Foley, popular 
administrator of HHFA, made his farewell address 
as did Frank Cortright, NAHB’s dynamic executive 
vice president. To succeed Foley, NAHB announced 
its support for Alfred Cole, former Republican Con 
gressman from Kansas. No successor was named for 
Cortright, but John Dickerman was appointed ex 
ecutive director. 


15 








OD’S gift to tenants Philadel 

phia’s biggest apartment house own 
er. He'll lend you money, change your 
color scheme, or 
even knock a hole 
in a wall to fit your 
furniture.” That's 
what American 
Magazine says about 
Mayer I. Blum, au 
thor of “Common 
Sense Builds Tenant 
Goodwill,” appear 
ing in this issue. 
Blum is president, 
owner, builder, and 
manager of five 
large Philadelphia 
apartment projects. A graduate of Drex 
of 1916, Blum has three sons who are in 
business with him. For diversion Blum is 
president of the Golden Slipper Square 
Club, a charitable organization for boys 


HE degree of success attained by a 

real estate broker or salesman is in 
direct proportion to his ability in using 
spare time,” says 
John F. Anderson 
author of “Be A 
Spare Time Artist.” 
Anderson's busines 
as well as his pri 
vate life typifies his 
theory. A graduate 
of Dartmouth’s class 
of °34, he has been 
a member of the 
standard Practice 
Committee and a 
trustee of the Cleve 
land Real Estate 











ABOUT 
THE AUTHORS 


Board. An avid sports fan, his many 
friends say he excels in tennis and sel 
dom misses any local football games 
Both he and his wife, Mary, who also 
sells real estate, like to write magazine 
articles when their three children will 


let them squeeze in the time 


OR a man who hasn’t yet reached the 

mid-century mark, William Zecken 
dorf has covered a lot of ground. As pres 
ident of Webb & 
Knapp, New York 
City, he was instru 
mental in obtaining 
United Nations for 
his city. A dynamic 
operator, he is dire 
tor of several large 
corporations and 
charitable associa 
tions. His company 
handles all types of 
real estate and con 
struction projects for 
its own account, and 
has operated in 24 states from coast to 
coast plus England and Mexico. Zecken 
dorf has authored several magazine ar 
ticles on city problems, His latest is 
“Should Cities Annex Satellite Towns?” 
appearing in this issue 


DWYER 
KITCHENS 


for 











| new apartments 
and remodeling 

















Made complete in the Dwyer plant by an 
organization specializing in compact kitchens for 
more than 26 years. Durability and tenant appeal 


Modern gas or electric ranges 
(AGA and Underwriters ap- 
proved), efficient electric re- 
frigerator with freezer com- 
partment and pushbutton door 
deep bowl sink-and-worktop, 
storage cupboards ...stream- 
lined into compact units 48 to 
69 inches wide. 


Fronts and worktops of gen- 


vine vitreous porcelain. Never 





require repainting; wash clean 


with soap and water. 


proven in thousands of nationwide installations. 


SEND FOR FREE BULLETINS ON DWYER KITCHENS. 








Mail this coupon for 
literature. Name- 
DWYER Firm— 
PRODUCTS add 
ress 
CORPORATION 
Dept. R253 SER eparietenerenneene 


MICHIGAN CITY, IND. 
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LEX Summer, 1951 NAREB Presi 


dent, disagrees with Zeckendorf on 
Towns?” 


‘Should Cities Annex Satellite 
The 49-year old 
realtor’s viewpoint 
is tempered with the 
experience of con 
trolling some 27 cor 
porations. Summer 
sold his first house 
at the age of 17 and 
collected a commis 
sion of $25. Now his 
gross sales push $70 
million. During the 
past few winters 
Summer and his 14 
year old son have 
become enthusiasts for underwater sword 
fishing in the Bahamas. An ex-Columbia 
University football player, Summer still 
likes to compete in a number of sports 
Other members of his family include 
daughter Rosalind, 21, a photographer's 
model during summers, and his wife, 


Edith. 





IKE Stetelman brings to the Marcus 

London Company of Hattiesburg, 
Mississippi, a college-trained, experienced 
viewpoint on adver 
tising. A 1948 Uni 
versity of Alabama 
graduate, Stetelman 
has worked at radio 
writing, announcing, 
department store ad 
vertising, and real 
estate selling. Last 
summer he became 
sales promotion 
manager of the Lon 
don firm. Some of 
his progressive ideas are brought out in 
this issue in “Are You Wasting Ad 
Space?” Stetelman calls himself a frus 
trated architect having designed houses 
for prospects who found fault with new 
houses on the market. 





From Journal Readers 


“Your JOURNAL is appreciated 
more than any magazine I re 
celve 

Ralph J. Josten 
Monterey Park, California 


“All during the time I have 
been laid up I have read each and 
every copy of the Journar. I al 
ways read your editorial with spe 
cial interest. You certainly put out 
a wonderful magazine al every 
realtor and home builder should 
read it every month.” 

Arch I. Madden 


Des Moines. lowa 


“We are new subscribers of your 
magazine and if our first issue is 
an indication of what each issue 
is, | assure you we will feel that 
the $4.00 we invested with you 
will prove to be the best invest 
ment of our long career. One arti 
cle in that first issue is going to be 
worth many thousands to us. Sorry 
we did not get together sooner.” 

Samuel S. Tomlin 
Atlanta, Georgia 
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SALES APPEAL ot any new home is enhanced 
by Frigidaire’s new PORCELAIN PAIR” 


Leading architects and builders, build- 

ing homes for speculation selling on 

today's highly competitive market, 

have several common sense reasons 
| for installing Frigidaire’s “Porcelain 

Pair” in these new homes. 

First, beeause these appliances are 
i not designed for permanent location 
in any one room, no specific area need 
be rigidly designated as a “laundry 
room. These appliances can be instal- 

led in a basement, kitchen, utility 
7 § room—even a bathroom. 
| Then too, you save the cost of duct- 
work, venting and expensive extra 
plumbing that most makes of laundry 
equipment require The Frigidaire 
Filtra-matic Dryer expels no lint or 
objectionable moisture into a room to 
collect on walls and windows. 

And when the “lady of the house” 
discovers that her future home con- 
tains these beautiful, dependable 
Frigidaire appliances that eliminate 
the need for drying yards and clothes 
poles — she’s sold! Moreover, when 
her husband finds that the cost of 


these appliances can be included in 





his long-term mortgage — you ve added 
another sales feature to your appliance- krigidaire’s “Porcelain Pair” — matching automatic washer and electric clothes 
4 ' 
equipped new home package! dryer — can be installed easily in kitchen, utility room or basement. 
| j For complete details about any 
1 


Frigidaire aria are soe A a8 a 
ae aite eae a a pa FR IGI DAI R E A | >| >| f| A N¢ iE; S 


j area. Or write Frigidaire Division of 
Fiseul When D  & Devi 4 Refrigerators + Electric Ranges + Air Conditioning + Food Freezers 
renner otors, eptl. oO, ayton ° 
/ é . : | ae Home Laundry Equipment + Electric Water Heaters + Electric Dehumidifier 
Ohio, for free folder. In Canada, Tor- 
onto 13, Ontario. . ’ 
Built and backed by General Motors 
' i Enjoy Arthur Godfrey’s daytime shou 


on TI 


or radio. 
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1. Flexible Storage Wall. Sim- 
plicity of construction, adapt- 
ability mark this striking fir 
plywood built-in. Provides 
\ compact storage in small space. 
‘ Box-like drawer, desk and cabi- 
net units are interchangeable. 
Sections can be altered, added ; 
or subtracted to fit wall space. 2. Under-Eave Storage makes good use of 
Cost of fir plywood to build usually wasted space in expansion attics, 
unit shown 5* second floor of story and a half home. Unit 
can be made to fit any ceiling slope. Fir 
plywood to build it costs 95* 


WAYS lo pul ertra 


with low-cost 


AVAILABLE 








HERE are eight new ideas you can use to build your sales- 
story right into the house. For even the most modest home 
can be lifted above the ordinary . . . given extra sales-appeal 
with low-cost fir plywood built-ins. 
Fir plywood built-ins far more than pay for themselves. 
They sell houses faster—and at better prices. See how little 
you pay* for fir plywood for each of these built-ins. 
And when you plan with plywood, you make the built-in 
5. CAPs Horage Wall helps sell parents shopping fit the house—exactly! No bothersome juggling of “‘stock” 
for new home. Unit has ample room for toys, ‘ . : ‘ s : ’ ‘ 
clothes, bedding. Sales feature: tough fir plywood units. Fir plywood is easy to cut, fit, fasten. Paint it with 
doors and drawers can’t be hurt by playing child popular modern accent colors to compliment your interiors 
ren, Fir plywood to build it costs......... $80 . ‘ : : 
... or use light stains to feature the real wood grain. 
Get detailed plans for each of these eight sales-clinching 
built-ins from your local lumber dealer—or write Douglas 
Fir Plywood Association, Tacoma 2, Washington. Please 
order plans by number, 


‘ns Plywood 


Douglas Fir Plywood This trademark identifies quality-tested PlyPanel™ —the versa- 
tile “one-side” grade of Interior fir plywood. Other grades 

Pl’ EL include “two-side" panels for uses where both sides of panel 
woreones toe will be seen. For outdoor use, specify Exterior-type fir plywood. 
indeas tee EXT-DFPA® on panel edge means 100% waterproof glue. 
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drawers 
faster. Can be used in any room. 
with fir plywood for only.......- 





3. Shelf-Door Wardrobe combines features 
of roomy closet, dresser and chesi of 
Use it to help sell your house 
Build it 
$55* 











{ 
i 
i 
6. Island Entry Wall at right 
defines entry and living 
areas without confining 
either. Adds feeling of 
spaciousness. Saves build- 
ing costs by replacing con- 
ventional wall and entry 
closet. Fir plywood to 
build it costs... - 
7. Odds and Ends Cabinet will appeal to your 
women customers. Use it to reclaim waste 
space above water closet or hang in kitchen or 
utility room for extra storage space. Get fir 
plywood to build it for only........... - 
8. Demountable Music Wall is ideal for cus- 
tom homes built for music lovers. Simple, 
| interchangeable fir plywood boxes are 
{ stacked on low plywood table. Holds radio, 
| record player, albums, TV. Fir plywood 
, fi you ll need to build it costs...... - 
1} ' 
i J 
1 | “Based on latest avaviable Chicago retail sates tor tr plywood compiled wy leadir 
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4. Sectional Storage Units can 
be combined to form shoul- 
der-high storage wall for liv- 
ing room or den. Sections 
can be pre-built, installed on 
job. Fir plywood you'll need 
to build it costs . 


sales-appeal in your homes 
wood built-ins 





Jepending upon location and source of supply 
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Because all Briggs Beautyware is thor- 
oughly acid-resistant at no extra cost, 
you deal with satisfied home owners 
when you specify and install Briggs 
fixtures at every opportunity. Besides 
uniform § acid-resistance, the Briggs 
Beautyware bathtub features a wide rim 
seat, leak-proof tiling-in flange and 
patented Safety Bottom. Brigys lava- 
tories and closets meet highest plumb- 
ing ware specifications, too. Every closet 
is carefully flush-tested before it leaves the 
plant. You can virtually forget annoying 
call-backs if you install Briggs Beauty- 
ware, whether of porcelain enameled 


BRIGGS MANUFACTURING COMPANY - 
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formed steel or quality vitreous china. 


You'll find that any house sells faster 
after the prospective buyer has seen 
sparkling Briggs fixtures in the bath- 
room. And home owners stay sold on 
Briggs Beautyware! After long service, 
Briggs fixtures are still a source of 
pride —because they look new longer! 


For so many reasons, you—and your 
customers — profit every time you specify 
Briggs Beautyware in Sea Green, Sand- 
stone, Sky Blue, Ivory or White. For all 
your residential plumbing ware needs, 
select the very finest —Briggs Beautyware! 

©Oress 


3001 MILLER AVENUE 
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WALL SURFACE TUB AND 
SHOWER FITTING for copper 
tube solder-joint use. Designed for 
fast, efficient installation on finished 
surface of wall. All working parts 
readily accessible from the front for 
easy maintenance. No leaks behind 
wall. Attractive modern appearance. 
See your Briggs Distributor for full 
details on complete line of quality 
brass fittings. 


See our new 28-page catalog 
in Sweet's Architectural 
and Light Construction Files 


DETROIT 11, MICHIGAN 
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FE WERE listening to a talk on slum rehabilitation when a 
builder next to us leaned over and said, “I don’t know why 
they devote so much time to this kind of talk. Most of us have a 
big enough job just keeping our own business intact, let alone doing 
anything about slums. We don’t have slums in our town anyway.’ 


His wasn’t an unusual attitude. We've seen and heard it shared 
by many of his associates in the real estate and building industry. 
Fortunately, there are a good many men in the industry who be 
lieve that our job goes beyond building and selling homes. They 
are staunch opponents to government interference in housing 
They firmly believe that private enterprise can build and rehabili 
tate housing for the lower income groups. And they believe 
that such housing will be better constructed and more economical 
than anything Washington bureaucrats might dream up. These 
same men are willing to go beyond mere fighting words. They’re 
ready and willing to do the job. It is refreshing that the industry 
has such men who are “doers” rather than just “talkers.” They 
realize that housing is their job; that building better homes for the 
American people is not a function of the federal government, It is 
the function and the responsibility of those who know housing best 

realtors and builders. 

In every one of our towns and cities, we will find slums. We will 
find human beings living in filth and squalor. We will find a 
breeding place for crime and disease. We will find conditions exist 
ing that will turn our stomachs children whose play yard is a 
+ x 4-foot heap of rubbish; families without adequate heat, sharing 
an outside toilet with neighbors; houses that are shambles threat 
ening safety of our entire community. 

No, it isn’t Polyanna to think that these conditions can be abol 
ished. All of us working together can do the job that is logically 
ours. We can get public support behind us. We can fight for more 
teeth in our local housing, health, and sanitation laws. We can see 
to it that these laws are strictly enforced. We can make sure that 
landlords and tenants know their responsibilities. We can start a 
a crusade on the local level in every community in America. It’s 
being done in more than 120 communities, Is it b@ing done 
in yours? 

If we believe that real estate is the stronghold of America, that 
our homes are the cradle of democracy, then let's face squarely 
the responsibility we prescribe for ourselves when we say “Private 
enterprise can do the job.” We're private enterprise. Now let's 


Ait 


start performing 
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The JOURNAL Queries 14 Leading Realtor-Developers .... 
Will today’s shopping centers succeed? 


PARTICIPANTS 


Welton Becket, Los Angeles 
L. E. Fite, San Antonio 
John Galbreath, Columbus, Obio 
Van Holt Garrett, Denver 
Homer Hoyt, Chicago 
Sterling Klein, Baltimore 

» 
Seward Mott, Washington, D.C. 
lobn Mowbray, Baltimore 
Miller Nichols, Kansas City, Missouri 
Hugh Potter, Houston 
Walter Schmidt, Cincinnati 


Harry A. Taylor, East Orange, New 
Jersey 


Robert Wachendorf, Roselawn, Ohio 


Max W ebrly, Washington, D.C. 


— 


Are too many shopping centers being built today? What are their 


principal faults, and how are downtown property values being af- 


fected? Fourteen leading realtor-developers give their experienced 


answers. Their opinions may help guide your center to success 


SHOPPING centers have been 
\ springing up rapidly during the 
last five years. Some have been 
erected indiscriminately, without 
regard to good location or the needs 
of the community. Yet others are 
built only after extensive surveys 
have been made to determine loca 
tion, size, kinds of stores, parking 
space, traffic layout. 

Which of these shopping centers 
will succeed? What types of sur 
veys are necessary to insure suc- 
cess? How are big regional centers 
affecting downtown property val- 
ues? 

Too Many Being Built? 

To get experienced criticism of 
current shopping center practices, 
Journal editors selected 14 lead 
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ing commercial developers. We 
asked these experts if they believed 
too many sho yping centers were 
being built colae. Most say “not 
too many well-planned ones are 
being built.” They warn that some 
cities have too many of one type 
and they attribute it to lack of 
accurate surveys of the communi 
ties the centers are to serve. 

For example, Homer Hoyt of 
Homer Hoyt Associates, Chicago 
market analysts, says the answer 
to the above question depends on 
the kind of center. “In some 
cities,’ Hoyt says, “too many 
small 10-acre centers with an in 
adequate variety of fashion goods 
have been built, The large region 
al center with department stores 
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A new era in Detroit retailing is expected 
in the Summer of 1954 with the opening of 
the J. L. Hudson Company’s huge regional 
shopping center, Northland Center. Built 
to serve an area of 545,000 residents, it 
occupies 161 acres of a 409-acre tract con- 
venient to major highways. Hudson’s 480,- 
000 square foot store is the central unit of 
the nearly one million square feet of floor 
area. The center consists of one story shops 
grouped around garden courts and malls. 
The Hudson store itself has three floors 
(center of illustration). The 70 tenants in- 
clude apparel shops, super market, drug 
and variety stores, hardware and furniture 
stores, bank, service shops. Tenant stores 
have storage facilities in the basement 
areas keyed to a vast system of freight 
truck passages, loading platforms, and 
service areas. An auditorium is provided 
for community services. A huge parking 
area accommodates 6,000 cars, and 5,000 
more car spaces can be added later. The 
fully-air conditioned buildings are con- 
structed of reinforced concrete throughout 


and 10 or 15 clothing stores is 
still in its infancy. Only a few 
have been built but many others 
have been planned, such as Mar 
shall Field in Skokie, Illinois, and 
Allied Stores in Paramus, New 
Jersey. J. L. Hudson Company 
has already started its Northland 
center in Detroit. Other large cen- 
ters have been planned for Min- 
neapolis, Indianapolis, Providence. 

“The problem that will arise is 
that pe of two or more large 


department stores may seek to es 
tablish its own center in the same 
trade area instead of combining 
in one center. If each department 
store builds its own independent 


center, there may be too many 


of this type in the future.” 

John Mowbray of Roland Park 
Realty Company, Baltimore, 
agrees somewhat. He says, “It’s 
probably true that in certain areas 
too many shopping centers are be 
ing built, but this should not be 
a reason to discourage the build 
ing of others where a proper sur 
vey indicates they are needed.” 
An important consideration, he 
feels, is too determine whether 
there are other locations on which 
shopping centers could be built 
which would be equally competi 
tive to your own. 

L. E, Fite, San Antonio, says 
there are still too many of the 
“string type” along principal ar 
teries with inadequate parking 
“They are destined to become traf 
fic blocks and investment blights,” 
he says. 

Sterling Klein of Baltimore, 
along with Mowbray, stresses the 
importance of taking a compre 
hensive survey of the communrty 
in question. He says “yes and no” 
to the question of whether too 
many centers are being built to 
day. “Yes, because some subur 
ban sections are being exploited 
without proper surveys regarding 
purchasing power, traffic (pedes 
trian and vehi ular), future popu 
lation, number of homes, and so 
forth,” Klein says. “No, because 
there are many sections of large 
cities which badly need shopping 
centers but developers don’t have 
the courage a foresight to 
build.” 


Effect on Downtown Values 


Opinion varies widely on the 
question of whether outlying shop 
ping centers are adversely affect 




































ing downtown property values. 

Max S. Wehrly, executive direc 
tor of the Urban Land Institute, 
says experience to date shows that 
business downtown is not being 
seriously hurt. 

“As a matter of fact,” he says. 
“department stores which have es 
tablished outlying branches are 
finding their downtown business 
increasing from new customers 
who have taken out charge ac 
counts in their outlying stores 
Thus, the outlying centers are 
tending to take care of new growth 
and, to some extent, stimulate ad 
ditional volume downtown rather 
than take it away. It has been 
particularly significant also in a 
number of cases in small towns 
that the provision of off-street 
parking in their center district 
has occasionally very substantial 
ly increased the valuation of prop 
erty resulting from increased busi 
ness and, consequently, a higher 
volume of commercial areas ser 
ed by parking.” 

Three members of the board of 
critics seem to agree fully with 
Wehrly Miller Nichols, Kan 
sas City; Walter S. Schmidt, Cin 
cinnati, and Hugh Potter, Hous 
ton. 

Schmidt says outlying centers 
are usually an evidence of healthy 
growth and not decentralization 
“If the center is a needed facility,” 
he says, “it should not affect 
downtown property values ad 
versely.” 

Nichols doesn't believe outlying 
centers are a serious factor in 
downtown property values. “How 
ever,” he says, “the presence of 
good outlying shopping centers 


with ample parking may serve to 


4 IN NEW YORK 


Cherrywood Shopping Center is now being 
erected in Wantagh, Long Island. It occu- 
pies a ten-acre tract and contains 1,000 feet 
of store frontage and parking space for 600 
cars. The owner-builders are Berger-Tilles 
who have announced that large space in 
the center already has been rented from 
plans by F. W. Woolworth Company and 
by the Grand Union grocery chain. As de 
signed by William Sambur and A. H. 
Salkowitz, architects, the building will be 
in the form of an arc, with the parking 
areas in front of the stores and delivery 
roadways confined to the rear. Space is 
being provided for a total of 30 stores, 
all with complete basements. The center 
also will feature a large service station 
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magnify the shortages in the 
downtown area of parking and 
other facilities. In that the 
downtown area may suffer a great 
deal, but that would be as a re 
sult of their own errors or lack 
of facilities.” 

Community Builders Council of 
the Urban Land Institute warns 


don’t make regional centers too 


Case, 


being well patronized. However, 
people are traveling by automobile 
these days, and traffic and parking 
are heavy and difficult even in 
suburban areas. I have noticed an 
increasing volume of automobiles 
parking in the highly concentrated 
shopping centers of our downtown 
areas, so they must be doing busi- 
ness also.” 


large for the trade area and others 
too small.” 
Garrett says 
ficient parking 
major fault. 
Fite cites the same faults as 
eo and gives an example of 
1 project being rushed into with 
out proper analysis of the area. 
“I recently had a high-priced site 


that lack of suf 
facilities is also a 





big. These experts say sheer size 
can cause congestion which is as 
bad as that which it was intended 
to avoid. They say also there can’t 
be a fixed formula with which to 
determine — size depends on 
evaluation of the trade area and 
market analyses. On neighborhood 


Those who disagree with submitted to me by a realtor of 
these men base their belief on the 39 years experience in general 
logic that “there is only a certain brokerage.” Fite says. “He clas 
amount of business to be done in gified it ‘the hottest undeveloped 
a given area; therefore it is obvi spot in the citv’ and was ete. 
ous that the downtown shops and tg death when I suggested that it 
stores will suffer from the develop- was only fair for a very limited 
ment of major shopping centers yumber of small neighborhood 
centers they warn don’t de in outlying districts,” as John Gal shops. 
velop a shopping center just be breath of Columbus, Ohio. puts “Tt was a nice tract with 750 
cause there is a residential area It. feet on a fine artery and 600 feet 
nearby. Robert H. Wachendorf of Rose- of depth. But it ghetted oe park on 

Delegates at the NAREB con- lawn, Ohio, agrees with Galbreath, one side and a substandard in 
vention in Miami Beach were told But Seward Mott, Washington, dustrial encroachment on another. 
that cities of less than 40,000 0D. C., only implies agreement, The balance was good medium 
people should not have outlying Mott says, “Reports indicate  yesidential, but far short of enough 
shopping centers. that assessed values in many down- tg support the project he envision 

Harr y A. Taylor of East town areas have dec reased great- ed.’ 

Orange, New Jersey, believes that ly in the last 10 years. Mowbray says the principal 
outlying centers with parking fault with shopping centers he 
space for large numbers of auto has seen is location, “selected be- 
mobiles are affecting downtown cause the title of the land is al 
values. believed were the principal faults ready in the owner, and not be 

“However, most shopping cen- of today’s shopping centers. Most cause a proper analysis indicated 
ters do provide Posen parking important fault brought out is the — this was the best place for it. This 
space,” he says, “and there can be faifare to take accurate surveys of is particularly true of the small 
littke doubt that in suburban areas’ the area the center is to neighborhood centers.” 
they are taking the business away as previously mentioned, “Other faults,” he says, “are 
from the large downtown stores. As Van Holt Garrett of Denver insufficient parking facilities, a de 
In our area we have important says, “Certain projects are launch- — sign that does not provide for easy 
New York City department stores ed without an economic survey. expansion of successful merchants, 
and several fine, newly-created After some experience it has been congestion at the entrances and 
shopping centers, and they are found that certain centers are too exits due to improper planning in 


Principal Faults 
We asked our critics what they 


serve, 


& IN NEW JERSEY 


One of the nation’s biggest shopping cen- 
ters is now being built on a 100-acre tract 
at Paramus, New Jersey, six miles from the 


George Washington Bridge which leads 
from uptown Manhattan across the Hud- 
son River, An estimated total of 900,000 
potential customers live within a 25-min- 
ute drive of the site. The original land 
assemblage and purchase, in excess of $1 
million, was negotiated through the Alex- 
ander Summer Company of Newark, New 
Jersey in two years. Allied Stores Corpora- 
tion, one of the country’s biggest chains of 
department stores, is creating the store 
center. One of Allied’s major outlets, Stern 
Bres. of New York, is leading off construc- 
tion with a $5 million building containing 
a minimum of 300,000 square feet. 
Graham & Company, Seattle 
York architects and engineers, 
signed the 60-acre Northgate Shopping 
Center in Seattle, have been working for 
months on the layout of the tract, includ- 
ing facilities for parking up to 10,000 cars 


John 
New 
who de- 










@ IN FLORIDA 


Covering an area of 200,000 square feet, Cobbs Country Store has 
parking space for 1,000 cars and will have a variety of items for 
sale from apples to zithers in 80 booths, each of which is 16 feet 
square. Most of the booths are in the “big barn” shown at the 
left of the illustration. Parking “pastures” are located at each 
end of the barn. Landscaping includes a windmill, weathervane, 
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waterwheel, duck pond, silo, and a wishing well. Public conven- 
iences have been provided such as post office, first-aid station, 
express office, drinking fountains, and several comfort stations 


Here's an interesting case study of how a simple 


S idea, seasoned with imagination, is being used 























as a theme for a shopping center in Miami, Florida. 


> 
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Called “Cobbs Country Store,” the center is designed 
‘ and landscaped along pleasing country, homespun 
ast’ ' = ~=lines. It contains 80 shops and will be an entertain 

— ment and eating place as well as a shopping center. 
Slove_ 


Henry Cobbs, widely known for his gift fruit mer- 


-,! 
lav. Charade 
Crtts 


chandising business, conceived the idea for his project 
ar , « »rics } ‘.% ’ . , 
Booth character study shows Early American theme. Efram’s after many visits to Los Angeles’ famous Farmers 
1 Corner is a separate structure in the west parking pasture where : . : 
sudries will be sold. Principal attraction will be a playhouse Market. A daily attendance of 10,000 is expec ted. An 
at » bi < " i ver: y . . * * ° . . ° of 
’ atop the big barn. With room for several hundred people, the extensive advertising and exploitation campaign will 
} playhouse will be the scene of various kinds of entertainment 
from theatricals to square dancing. Food will be served on a be staged using such media as newspapers, radio, tele 
large patio shaded by palms ; arasols ; ji ay a large . . : ; 
{ Ee E aded by palms and parasols and will play a large Vi ign billboards. Builder and general contractor is 


i part in drawing customers. Cobbs handpicks all his shop owners 
as he wants a friendly, homespun, sincere atmosphere to prevail Abe Grossinger. Manford Ungaro is the architect 


relation to the major highways. 


nite place for both downtown prop 


given amount of store area draws 


improper grouping of tenants, and erty and shopping centers “be varied comments. The experts will 
poor eens areas for merchants’ cause there are certain things that not quote a hard and fast figure 
| goods.” can only be provided in the down they say it depends on the size, 
! In addition to those criticisms town area, and a strong downtown shape and other characteristics of 
| already mentioned, Klein says an- area is essential to the general the center and its surrounding 
other principal fault is too many community prosperity. However,” area. This is only logical as the 
competitive iedieanes in the same Nichols says, “at the same time, physical shape of the parking area 
shopping center. all of us must remember that we alone will affect the number of 
Welton Becket of Los Angeles have to serve the customer and do cars that can be accommodated. 
says over-ambitious plans is a our best to satisfy him, and the Then there are centers that have 
principal fault . . . tends to make constant trend towards suburban a large percentage of foot traffic 
the shopping center too large. living and the individual home and hence do not need as much 
All these faults are present to occupancy and ownership will re parking area. 
some degree in most shopping cen- quire outlying shopping centers The Urban Land Institute re 
ters, but the most successful cen to serve him,” commends parking area to store 
ters have enough good points to Galbreath agrees with Nichols. area ratios but warns against us 
far outweigh any faults that might “T believe there will be a con ing these figures as a rule for all 
exist. In spite of their faults, our tinued expansion of regional shop centers. 
critics believe the future of shop ping centers in heavily populated As Max Wehrly puts it: “There 
ping centers is assured in relation districts in all large cities; how have been methods developed by 
| to , Hearne property. They are ever, it will not rob the downtown various people in this field deal- 
the product of the trend to subur- business districts of enough busi- ing with dollar volume in attempt 
i ban living. ness to materially affect their pre ing to set up elaborate iecmmalion 
Wachendorf says, “Many cities sent position.” for parking requirements based on 
are being decentralized in respect Schmidt says well-designed cen the aggregate of varied require 
to not only retail businesses but ters can build high land value be ments for different types of stores. 


industry as well. The process will 
be slow but it seems that suburban 
property will be in greater de- 
mand than city property, as the 
trend indicates.” 

Nichols believes there is a defi 


cause of the conveniences offered, 
but believes this value will not 
reach the heights of downtown 
values. 

The question of how much 
parking space to provide for a 
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However, we feel that, in general, 
these formulas result merely in 
substantiating our own (Urban 
Land Institute’s) conclusions and 
they can easily lead the developer 
astray. While there are excep 
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NATIONAL HOMES Mosieney 


“Open planning” in the modern manner is expressed in this distinctive new 


home. It has rear living room and all-purpose room that flows into the living- 
dining area or can be shut off with sliding doors. Dozens of other sales 
advantages including dual-use carport; dishwasher sink: laundry alcove with 
Bendix automatic washer and dryer. An outstanding example of the kind of 


“packaged homes” you get from National Homes! 


More Buildou wake Move Profte the NATIONAL 
| 

































1e UU Oue Pre-sold, Complete Package 
from NATIONAL HOMES 


ONLY QUALITY “BRAND-NAME”’ PRODUCTS USED THROUGHOUT 


National Homes builders get all structural and component parts, all top quality 
“brand-name” materials, in one complete package ... eliminating the prob- 
lems of inventory, warehousing and purchasing... reducing site work to the 
minimum... lowering administrative, overhead and operating costs. 

They are able-to offer smartly styled, livable homes at up to 20% below 
the local market. No wonder National Homes builders sell more houses, make 
more profit! 

Moreover, National homes are pre-sold through full-color ads in leading 
magazines, newspapers, other media—the greatest promotion program in build- 
ing history. Your own community has hundreds of pre-sold prospects for 
National homes. Send for details. See what it can mean to you in profits to 


become a National Homes builder! 


{11 National Homes prefabricated panels and structural 

parts, as they leave the assembly plant, carry the Good or 

Housekeeping guarantee seal and Parents’ Magazine seal v “Guaranteed by * 
Good Houses 





of commendation as advertised therein. 


HOMES 
NATIONAL HOMES CORPORATION A Builder of 1,000 


LAFAYETTE INOIANA @© HORSEHEADS NEW YORK 


Achille C. Colpaert, South Bend, Indiana, 
long-time successful builder of homes in all price ranges, says: 
“We have erected over 1,000 National homes, which is three 
times as many houses as we could have built conventionally 
with the same field organization and the same working capital. 
At the same time we greatly reduced our operating and ad- 
ministrative overhead per house. Your method is ideal for 
the conventional builder.” 





© io: wwe 
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HOMES Woy thax by Any Other Method. INVESTIGATE! 





fi IN OHIO 


Park West Center in Mansfield, Ohio, has been designed and planned by the Raymond 
Loewy Corporation of New York City for Lemley & Welsh of Mansfield. The center 
will occupy 20 acres. Parking is planned for 1,500 automobiles; and eight buildings on 
the tract cover about 165,000 square feet. An independent department store, a chain 
department store, and diversified fashion and service shops will be among the tenants. 
The buildings are grouped around a mall open to the highway approach. A covered 
walk skirts the central planted area. All parking is handled on one level even though the 
site slopes upward from the main parking entrance to the mall. High ground at the 
rear of the site permits shoppers to have direct access to major stores at the second floor 
level. Sloping walk-ways connect upper level parking to the shoppers’ mall. Customers 
then will be drawn from any parking location to the easily visible shops of the mall 


tions, of course, it is our feeling 
that in general the provision of 
parking at a rate greater than 10 
cars per 1,000 square feet (equi- 
valent to three square feet of park- 
ing area to one square foot of store 
area) of store space should be re- 
viewed carefully. 

“It is doubtful if parking space 
to meet the expected peak of shop- 

ing occurring during Christmas 
ies, for instance, can be justi- 
fied economically, Studies of turn- 
over rates indicate that the larger 
center may need less space pro 
portionately than the smaller cen- 
ter. However, no fixed rule can 
be established, as each case re- 
quires individual analysis. In any 
event, one of the most important 
considerations is to have parking 
facilities arranged in such a way 
that they will not congest the 
throughfares which provide ac- 
cess to and from the center. This 
has been a serious problem in 
some cases.”” 

Mowbray mentions more fac- 
tors to be considered. He says, 
“There is no hard and fast rule, 
but a three to one ratio is fairly 


OR 


standard. If there is a great deal 
of all-day parking and facilities 
such as motion picture theaters 
whose patrons compete for space 
with merchants that are open at 
night, more should be provided. 
If the turnover is neil, which 
is determined by the type of busi- 
ness the center has to offer, a 
lower ratio would be sufficient. In 
general, the smaller centers re- 
quire a higher ratio than the larg- 
er ones.” 

Fite says the three to one ratio 
is an absolute minimum. “It varies 
with the type and size of center. 
Four or even five to one in some 
cases is not excessive.” 

Becket has a_ parking area 
formula based on potential volume, 
and doesn’t believe the ratio should 
necessarily be three to one. “Each 
store’s parking area presents its 
own linen” he says. 

Klein advises a ratio of four to 
one. “Better to have too much 
than too little,” he says. 

Hoyt, viewing the problem from 
a market analyst’s viewpoint, says 
a four to one ratio would be de- 
sirable. ‘However, the amount of 


parking needed,’ he says, “de 
pends on the extent to which cus- 
tomers come by mass transporta- 
tion — buses, street cars, trains 

- and also upon the composition 
of the stores. It is not necessary to 
allow for enough parking for the 
Christmas rush unless the land 
is abundant, as the Christmas 
parking area would be vacant 
1114 months.” 


Other Factors 


We asked our critics five more 
timely questions, and their an- 
swers are listed below: 

Other things being equal, what 
particular plot layout do you be- 
lieve is the most ideal? 

Fite: “For small centers (up to 
10 or 15 stores) a site is best that 
has 500 feet of frontage and 300 
feet of depth, with an L-shaped 
building facing out-bound traffic, 
set back for four rows of parking, 
with service and employee park- 
ing provided in the rear. 

“For centers with up to 30 stores 
— a plot approximately 800 by 
400 feet with a modified U-shape 
arrangement is most satisfactory.” 
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St. Louis’ first “Auto Age Planned Shopping Center,” Northland, is of comparable size 
to its namesake in Detroit. While it only occupies 62 acres, it will have a floor space of 
one million square feet and parking space for 5,000 automobiles. Realtor G. J. Nooney, 
whose firm will manage the center, says the ratio of parking to selling area is three to 
one. Cost of development is estimated at $10 million. Nooney made extensive surveys 
to determine the best site. Major findings were: 1) 480,000 persons live within 25 
minutes driving time of the site, 2) their total purchasing power is estimated at $780 
million and is increasing by $30 million per year, 3) no large-scale shopping center 
now exists in the area, 4) the chosen section is the last metropolitan area in St. Louis 
offering unlimited residential expansion. Northland is patterned after central mall types 
of centers. The architects surveyed planners of other large centers to aid in their design 


Architect’s model of the David D. Bohannon Organization’s 42- 
acre, $30 million Hillsdale Shopping Center now being developed 
in San Mateo, California. When completed, the project will bring 
metropolitan shopping facilities to the 241,000 people living on 
the fast-growing San Francisco peninsula. Focal point will be 
Macy’s $6 million department store (center.) In addition, plans 
call for 75 shops, a junior department store, a five-story medical- 
dental building, free-parking in 3,000 spaces for 12,000 cars daily, 
a landscaped central pedestrian mall, and an underground con- 
course for trucks. Total floor area is about five acres. Highway in 
foreground is historic El Camino Real. Project design is by 
Welton Becket A.1.A. and Associates of Los Angeles, California 


Mowbray: “For a small center. 
I believe a straight line front on 
one side of the street is the best lay 
out. The mall type should be re- 
served for the larger units which 
can afford vehicular tunnels for 
deliveries.” 

Garrett: “Square or rectangu 
lar. Avoid triangles wherever pos 
sible.” 

Klein: “Front parking with 
stores facing not th areas with 
enough turn-around area and 
egress and ingress for convenience 
of clientele.” 

Becket: “A square plot has prov 
en most satisfactory. However, 
slightly rectangular plots can also 
be used successfully.” 

What type of parking arrange 
ment have you found most suc 
cessful? 

Fite: “Front parking is prefer 
able stores should be fic ated 
so as to properly balance the park 
ing heal and enable customers to 
park near the store they want to 
visit. Our parking bays are 65 to 
70 feet wide, and the street en 
trances and exits to the parking 
area are at least 36 feet wide.” 


IN CALIFORNIA ) 
















Mowbray: “Angle parking is 
preferred to 90-degree parking. 
The tendency is to make the ark 
ing space too narrow in nts to 
increase the number of cars that 
can be parked. I prefer a plan 
which does not provide for a drive 
way parallelling the front of the 
stores, as it is a hazard for all 
pedestrians to cross. The plan I’ve 
found satisfactory provides for 
parking bays eo ular to the 
store fronts, with each bay being 
an in-and-out unit. The approach 
roadway is at the opposite end 
from the stores.” 

Klein: “Front parking with 
double rows — cars faced so that 
backing out is kept at a mini 
mum.” 

Garrett: “At least two rows of 
diagonal parking in front and the 
rest on sides of buildings and in 
rear.” 

Becket: “Painted markers, laid 
out in 81/-foot stalls.” 

What principal businesses 
should a shopping center have? 

Wachendorf: “Post office, drug 
store, bank, bakery, food market, 
liquor store, baby shop, women’s 
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store, men’s store, laundry and 
dry cleaners.” 

Taylor: “Super market, house 
furnishings, department store (in 
cluding pharmacy), a Woolworth 
or Kresge or chain store of similar 
character if possible, women’s ap 
parel, and an essential commodity. 

Nichols: “They vary of course 
with the size of the shopping cen 
ter, but certainly a jumior depart 
ment store has become the key 
operation in most of the new out 
lying shopping .centers; that com 
bined with a drug store, super 
market, dime store, and ready-to 
wear operations would be the prin 
cipal ones. However, there are 
many factors that bear on this 
and even though we would con- 
sider a super market as a prin 
cipal business, its location should 
receive most careful consideration 
because of the tremendous amount 
of parking it requires. 

“In the next five principal busi 
nesses, we'd include service shops, 
banks, hardware store, eating fa 
cilities, and medical offices, al 
though here again much care must 
be exercised in the location.’ 





By EARL B. TECKEMEYER — Realtor 


Indianapolis, indiana 


Take Time to Help the ‘Little’ Folks 


ACK in 1948 a lowly but 

managed to scrape together $300 and asked us 
to try to find a house for him and his brand new 
rosy -cheeked wife. They were a cute couple; not at 
all cultured, you understand, but just a couple of 
hard workin’ kids, happy, in love and with nothing 
much to go on but faith 
and two low-paying 
jobs. But, as with every 
they wanted a 
home. Some place they 
could call their own. 
And, they only had $300 
right then, They could 
work and fix it up and 
make even a very mod 
est place usable if we'd 
just find it for them 
That is what we did. It 
wasn't much but in a 
decent location where 
water and sewers were available and on a paved 
street near the factory where he worked. It cost 
them just $2,000 on contract with the $300 down 
and $20 per month which they have never failed to 
pay to this day. This day I refer to is the day be 
fore Christmas, 1952. 

They have worked hard and prospered. 
havent struck it rich by any means but, lo and be 
hold, a few weeks ago, they notified us that they 
had bought a lot, were building a new place in the 
country where their two kids can romp and wanted 
our help in disposing of the little place where we 
started them out. Commission-wise it was hardly 
worth bothering with but I drove out there one day, 
looked it over, saw what they had done to it, advised 
them what I thought they could now get for it. The 
market has improved since 1948 and they have im 
proved the property but the hitch was that they 
didn’t yet own it and couldn’t hope to sell it for 
cash and get their equity out all at one crack unless 
they cut the price way down. To get what they real 
ly needed to finance their new place $1,200 
they needed some more help. That's where we came 
in. We didn’t find anyone who wanted to buy them 
out, but they did. 

And so, today, just before Christmas in comes 
another smiling and cheerful young fellow who 
“smells” an opportunity to get a start in a small 
home with a small down payment. He had been 
told by our first friend that we actually took time 
out from business (think of that) to help “little” 
people gel homes. He had $500.00. Our first friend 
needed $1,200 for his equity and $900 more to pay 
off his contract and get himself in shape to sell the 
property. That adds up to $2,100. IT asked this second 
chap if he felt that someone who would handle it 
was entitled to a small profit plus interest and he 
said course he did. I then asked how much he 


solid renter of ours 


one, 


They 


+0) February. 


A small incident that took place on Christmas Eve, 
1952, inspired our author to write the following 
article containing some deeply-rooted advice about 
helping ‘little’ folks — advice which is particularly 


timely at Christmas, but just as good all year 


1953 


thought would be fair. He wasn’t fast at figures and 
pondered a moment before answering. He finally an 
swered indirectly by saying that he would give 
$2,500 for it, $500 down and $20 per month with 
6%, interest. Then and there a deal was made. At 
least it was started and will be consumated very 
shortly when the pa 
pers, title, etc., are in 
order. 

Now, in our place of 
business we are just lit- 
tle folk willing to take 
on anything yes, 
anything that has to 
do with helping people 
find housing. It is evi 
dent, of course, that ihis 
deal involving a_ profit 
of $400 plus an inves! 
ment of funds at 60% 
was accomplished with 
out the benefit of costly advertising, open house, 
sign hanging, TV and radio plugs, or the hundreds 
of other “blood transfusions” taken constantly by 
many of our fellow realtors who are too inclined to 
follow the alleged leader. 

We get to know such people by constantly keeping 
our doors and hearts open to them. The new house 
construction going on hereabouts hasn't helped that 
type of home buyer. The new units are called low 
cost housing but they are about as low cost to that 
group as a Cadillac would be. The time and attention 
we give to management (heartaches and all) brings 
us in contact with the supply of such houses, the 
people to buy them and, fortunately, the small 
amount of ready money to handle them. Such folk 
would be overawed and wholly lost to enter some 
of the robust offices which have grown up since 
1945. I'm not opposed to clean, neat offices but one 
can fancy it up to the point where the needy mortal 
will fear to tread. 

For the broker in the community such as ours, 
where the need for low cost housing is always great. 
there is no brighter future in America than for him 
to determine that he will be helpful where help is 
needed; that part of his time, at least, will go toward 
benefiting his community and the people in it by re 
viving the older properties, making them usable and 
clean and fit for occupancy by the thousands who 
yearn for that little place of their own. 

And so, as 1952 draws to a close and as Christ 
mas Day approaches it seems to me that this little 
story points up the fact that at a time when giving 
of one sort or another is paramount, the realtor who 
will determine to permit his activities to embrace a 
few of the simpler aspects of his calling, will find 
himself in a wonderful position to really give of him 
self and of his skill to help people who need help in 
this business of finding suitable low cost housing. 
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Common Sense Builds 


Tenant Goodwill 


By MAYER I. BLUM* 
Mayer I. Blum and Sons 
Philadelphia 


FRIXIME was when we had to of 

fer to pay college tuition for 
tenants’ children in order to get 
a two year-lease. Tenants were 
like jewels something to be 
cherished and valued. We had to 
sell to get them. 

That was 25 years ago. Today 
its pretty easy to get tenants. As 
a result, our industry flattered 
by success tends to overlook 
that the tenant is the real boss 
and that Ais interests are para 
mount. 

The first step in obtaining better 
tenant relations is be selective. 
If you choose tenants judiciously 
you can produce a_ harmonious 
community within your apart 
ment building. one in which ten 
ants’ tastes and standards of liv 
ing are all about the same. It 
takes more than ability to pay 
rent to make a desirable tenant. 
Selectivity will help you avoid 
many headaches in the long run. 

While we don’t subscribe to the 
doctrine that “the customer is al 
ways right,” we believe that he 
has a right to think that he is, even 
when we know he is wrong. John 
Wanamaker, 50 years ago, found 
that this principle was good for 
merchandising and we have dis 
covered that the same principle 
always pays off in apartment man 
agement. 

Specific suggestions rather than 
criticism or a generalized state- 
ment make a lot of difference in 
tenants’ reactions. 

For example, several years ago 
in one of our buildings we re 
vised the bulletins which we issue 
periodically to tenants. Mail and 
other deliveries were being mis 
directed. To set up a new system 
we found it paid to take the ten 
ants into our confidence and ask 
their help instead of making a 
general statement about it. 

In the matter of fire regula 


*The article appearing here is a con 
densation of a talk given by Blum at the 
annual convention of the National Apart 
ment Owners Association in Cleveland 


tions we found that it was worth 
while to cite the fire marshall’s 
orders, giving reasons why we 
asked tenants to cooperate. 

We agree with Elmer Wheeler. 
America’s Number 1 salesman, 
that it pays to “Take a moment 
to say “Thank You’ and take an 
hour to say ‘No’.”” No matter how 
silly you think the tenant’s request 
may be, we think it is wise man 
agement to try to give him what 
he asks for or else give him a good 
reason why his request cannot be 
granted. 

Modern management demands 
that employees take a_ personal 
interest in the guests, remember 
their names and call them by 
name frequently. In all our rela 
tions with tenants we study their 
personalities and try to place our 
selves in their position. To the up 
to-date apartment manager, his 
most precious possession is a good 
tenant, and he does everything 
humanly possible to make him and 
his family happy and comfortable. 

Public relations go hand in hand 
with tenant relations, Some one 
has defined public relations as the 
ability to treat the public better 
than you treat your relatives. An 
other definition is to have a worth 
while proposition to sell, and then 
do all you can to let the public 
know about it. 

While we may not subscribe to 
the first, we at least can agree with 
the second. As developers and 
operators. we are part of a com- 
munity. We derive our livelihood 
from the community. Our interests 
are tied up with the interests of 
the community at large. 

We've come a long way from 
the old “public be damned” at 
titude to the newer, wiser, more 
practical attitude of “the public 
be pleased.” Although we have yet 
much to learn in tenant and public 
relations, we're learning fast. The 
facts I've described are just plain 
“horse sense’ in good business 
wactices and should be thorough 
y studied before applying them 





Hobart C. Brady 





In Memoriam 


On January 20, the real estate 
industry suffered a loss which 
will be felt for many years 
Hobart C. Brady, past president 
of the National Association of 
Real Estate Boards. died of can 
cer at his home in Wichita 

The name of Hobart Brady 
was synonomous with the real 
estate industry. He was one of 
the most far-seeing, thoughtful. 
strong, and humble president 
the industry has experienced 
But he was more than a leader. 
He was the industry’s most 
articulate spokesman. He was 
an inspiration. He was a per 
sonification of the finest virtues 

Perhaps one of Hobart 
Brady’s greatest traits was that 
he never forgot the “little fel 
low.” He was a sincere, sympa 
thetic, helpful friend to all, re 
gardless of the office he held 
In his own business, he pre 
ferred a small to a large office, 
always wanting to retain a per 
sonal relationship with those 
who sought his counsel 

Hobart Brady crusaded for a 
multitude of causes fearlessly 
and effectively. For many years 
he was one of NAREB’s most 
ardent leaders as well as a force 
in the civic affairs of his own 
community. He was a frequent 
and ever-popular contributor to 
the Journal, his most recent 
contribution a= stirring recital 
of the value of home ownership 
It was in this that he wrote. 
“A family needs more than 
shelter in a home. Man cannot 
live by bread alone. Housing 
is more than an economic calcu 
lation. There are spiritual val 
ues which home ownership pro 
vides and which are essential 
to the quality of citizenship 
which can alone preserve a 
democracy.” 

Thousands of us will sorely 
miss Hobart Brady. But his 
name will always be a symbol 
of all that is good in the real 
estate industry 





VA has guaranteed about $18 billion in loans for veterans’ housing 
but it has had to make good only about $24 million. Although this 
small amount of defaults is gratifying, it isn’t necessarily a measure 
of the future. VA's contingent liability is now only about $9.3 bil- 
lion, but it’s the realization that this liability can ultimately reach 
$20 billion that caused the government to look into the VA loan 
guaranty program with a critical eye. In an exclusive JOURNAL in- 
terview, Congressman Olin Teague of Texas explains his commit- 
tee’s nine recommendations to Congress that resulted from its year- 
long investigation of veterans’ housing. You will want to read them 
— if they are carried out, your dealings with the VA program will 


be seriously changed. Your comments on this report are invited Congressman Olin E. Teague, Texas 


An Exclusive Journal Interview 


WHAT’S WRONG WITH 


YHAIRMANNED by Congressman Olin E. ‘Teague 

A of Texas, a congressional investigating committee 
uncovered in a year-long study of the VA loan 
guaranty program cases of poorly constructed houses, 
sharp selling practices, favoritism in assigning ap 
praisals, and many other inadequacies 

It wasn’t the purpose of the committee to point the 
finger of accusation at bad apples in our own basket 

it was a purely objective study made to find 
ways to cut down the government’s potential risk. 
The committee not only puts certain members of 
our own industry under fire, it places a big share of 
the fault on the system itself and its administrators. 
A big cause of all the trouble is a lack of funds need 
ed to hire trained technical personnel. And, due to 
loopholes, it has been easy for realtors, builders, and 
appraisers to sidestep the system, unknowingly in 
many 

To find out just how serious the problem is and 
what's going to be done about it, Journal editors in 
terviewed Congressman Teague. 

We asked, “What do you believe are the most 
serious deficiencies that exist in veterans’ housing?” 

Teague says. “Failure in pre-site engineering and 
land planning. Certain of these failures can jeopar 
dize an entire project, regardless of the builder's 
efforts to erect a satisfactory dwelling. 

“Since the war, builders have been faced with the 
problem of getting an adequate standard of workman 
ship. The VA and FHA compliance inspection sys 
tems have failed to detect and prevent many serious 
failures in pre-site engineering, land-planning, and 
shoddy workmanship.” 

Do you believe that it would be feasible and prop 


cases 
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with Congressman Teague 


VETERANS’ HOUSING? 


er for the government to require builders to warrant 
their houses for a certain period of time? 

Teague: “There are many inherent dangers in an 
all-inclusive mandatory warranty which would be 
made part of federal law. I believe adequate pro 
tection can be given the purchaser by insuring that 
his contract contains certain reasonable protective 
features.” 

Do you believe it is necessary to couple such action 
with a requirement that manufacturers also war 
rant the materials that go into houses? 

Teague: “I don’t believe a federal law requiring 
manufacturers to warrant materials would be satis 
factory. I believe this matter can also be handled 
by builders they can protect themselves by mak 
ing the proper agreements with subcontractors who 
also furnish materials or with materials suppliers. 

“We've seen one or two outstanding examples of 
controversies between builders and suppliers be 
cause of alleged failure of materials. These cases are 
now being settled in court. If a builder. through a 
sales contract, warrants satisfactory performance of 
heating. plumbing. electrical fixtures, and other ap 
pliances, it certainly would be desirable that he, in 
turn, secure a protective guarantee from the manu 
facturer. Builders buying merchandise in large quan 
tities are in a position to exercise considerable in 
fluence with the manufacturer to require that he 
back up his product.” 


Nine-point Program 
Teague’s committee submitted nine recommenda 
tions to Congress designed to eliminate “certain in 
adequacies in the operation of the loan guaranty 
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nage Six of the nine points call for new legis- 
ation, two of them call for action on the part of 
the Administrator of Veterans’ Affairs, and one com- 
mended the VA investigation service for it’s efforts 
in conjunction with the FBI in cleaning up an ad- 
ministrative scandal. 

1) VA should be given authority to 

—Supervise the contractual relationship between the pur- 
chaser-veteran and the seller. 

—require that contracts used by purchaser-veterans in the 
purchase of new homes incorporate the plans and speci- 
fications on which VA bases its commitment to guaran- 
tee the loan. 

—require protective features in the contract relating to 
closing costs and specific performance as to date of de- 
livery and require specific guarantees or warranties for 
a period of one year on heating, plumbing and electrical 
fixtures, a dry basement, a sound roof, and, if septic 
tanks are used, a satisfactory septic tank. 

—require sales contracts to stipulate that the dwelling has 
been constructed in accordance with VA’s Minimum Con- 
struction Standards and provide that no deviations will 
be made from the plans and specifications incorporated 
in the contract except on written agreement between VA, 
purchaser, and seller. 

This can be accomplished by amending Title III of the Serv- 
icemen’s Readjustment Act of 1944. 


This recommendation is the most controversial one 
among realtors and builders, but Teague gives some 
strong supporting arguments for it. 

If this recommendation is carried out, Teague 
says “we would expect the Administrator of Vet- 
erans’ Affairs to either ywrepare a standard contract 
form or require that all contracts contain certain 
minimum protective features.” 

Teague takes a realistic view of the mandatory 
warranty question. He says, “I believe this arrange- 
ment is far superior to a mandatory warranty writ- 
ten into federal law, since under a system of super- 
vised contracts the relationship remains between the 
seller and the buyer and any disputes which arise 
may be settled in a normal fashion in the courts. 
If a mandatory warranty is made part of federal law. 
it implies that a federal agency will then be responsi 
ble for enforcing the warranty, thus requiring that 
a federal agency find the defaults and correct them 

“T don’t see how any legitimate builder could ob- 
ject to providing the veteran with a contract of the 
nature described above,” Teague says. 

“The National Association of Home Builders is 
now advocating for use by its members a voluntary 
warranty which is almost identical to the one de 
scribed above. Every legitimate builder in the busi 
ness now backs up his product and makes good 
failures in materials and workmanship. There is no 
reason why a minority of irresponsible builders 
should be permitted to evade their responsibility.” 

The Journal invites your comments on Teague’s 
arguments for the supervised contractual relation- 
ship. His committee’s recommendation has been 
made to Congress, and if the required legislation is 
enacted the industry will have to face the supervised 
contract in its dealings with veterans, like it or not. 

2) VA should be required to educate the veteran as to his 
responsibility in the purchase of a home under the veteran’s loan 
guaranty program. 

Teague says misunderstanding is widespread 
among purchaser-veterans as to the responsibilities 
of veteran, builder, and seller. 

He says, “I believe the building and real estate 
industries as well as the VA should intensify their 
efforts to educate veterans about his responsibility; 
and the real estate interests in particular should take 
steps to curb certain sharp i practices and mis- 
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Here’s What They Report 


e No VA authority to supervise contracts 

e Contracts invalidated by veteran-signed releases 
@ Inadequate contracts that don’t protect veterans 
e@ Not enough VA money to hire qualified help 

e Favoritism and manipulating of VA appraisals 
e Acceptance of gifts, gratuities by VA personnel 
e Bribes and conspiracies among VA officials 

@ Questionable home purchases by VA personnel 
e Interests conflicting with VA purposes 

e Gross violations of minimum construction rules 
e Sharp selling practices 











representations used by certain unscrupulous real 
estate operators.” 


3) Congress, VA, and the Civil Service Commission should sup- 
port a program to improve appraisal and compliance inspection 
activities in the Veterans Administration. 


VA knows how hard it is to find qualified archi 
tects, engineers, and appraisers, Teague says. Civil 
service ratings for these jobs are inadequate to attract 
competent professional employees. Civil service will 
have to cooperate with VA in re-rating some of these 
jobs and at the same time Congress will have to 
support loan guaranty activities with more appro 
priations if the quality of VA’s appraisal and com- 
pliance inspection systems is to be improved, Teague 
believes. 


4) Servicemen’s Readjustment Act of 1944 should be amended 
to eliminate conflict between personal interests of loan guaranty 
officials and interests of the federal government. 


“In our investigation,’ Teague says, “we found 
excessive numbers of VA employees who were 
engaged in outside activities which conflicted with 
the interest of the government. Such activities 
should be specifically prohibited by law.” 


5) Congress should waive the finality of determinations by the 
Administrator of Veterans’ Affairs with regard to certain payments 
under Title III of the Servicemen’s Readjustment Act of 1944. 


Teague points out that the veterans’ administrator 
is now immune from review by the general account 
ing office. He doesn’t propose that the GAO review 
all the activities of the administrator in connection 
with the loan guaranty program, but he does say 
the GAO should be authorized to audit VA accounts 
in the handling and managing of distress property 
in which the VA has been required to pay its guaran 
tee. 


6). VA should be given authority to enforce its standards for 
planning, construction, and acceptability on all new housing sold 
to veterans under a VA guaranteed loan. 


This recommendation was made because Teague’s 
committee found many builders who completed 
homes, then submitted them to the VA for appraisal 
as existing construction. “They apparently did this,” 
Teague says, “to avoid inspection by VA during con 
struction. I have seen some of these projects in Wash 
ington and note that many of them do not meet 
minimum construction requirements of VA. How 


(Please turn to page 48) 
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JOHN ANDERSON Co. 


A GREAT NAME IN REAL ESTATE 
2126 LEE ROAD (AT CEDAR ROAD 
CLEVELAND HEIGHTS 18, OHIO 


damuary 2 


IL WANT 


ATTACHED, NO OBLIGATIONS! 


You see, 
ly, just 
ceive res 
have the 
and will 


Sincerely, 
ot Canderesr’ 


John F. Anderson, 
JOHN ANDERSON Co 


President 


P. 8. If you'l 
I'll telephone 


1 mail the attached card (postage free) today 
you and arrange to see you at your onvenier 


LICENSED REAL ESTATE BROKERS MEMBERS CLEVELAND REAL ESTATE BOARD 








be a spare time artist 


KIS admit it our business has, even for the 

4 most productive of us, its dull moments. Either 
the market slows down or we lack good listings. In 
either case we're apt to twiddle our ihumbs and wish 
for the good old days when customers and sales were 
rolling in. 

It’s at this point that the average salesman shows 
what he’s made of, The few who really ring the bell 
in real estate sales, | have found, do a mmimum of 
wishful thinking, because they're always too busy 
thinking up and using new wavs to get customers 
and listings. Here are a few examples that happened 
in our office. 

Two years ago, in January and February, we did 
a rushing business in homes, both old and new. But 
a serious lull followed in March and April. Jackson, 
our leading salesman, figured out a way to spend 
his time that really paid off. 

His idea was simplicity itself One of those 
things we'd probably all thought of but hadn't got 
ten around to. Jackson went to our “Houses Sold” 
file. He sorted out and made a list of all the clients 
to or for whom he had made sales. He noted their 
names and telephone numbers in a notebook, allow 
ing plenty of space for comments, Then, for almost 
three weeks, Jackson spent several hours each day 
calling his former customers. His conversations re 
vealed how much he really likes people and what a 
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Wr. John fF. Anderson, President 
JOHN ANDERSON CO. 


estate problems. I am particularly interested in 


Selling my home | Learning about values 
==! 


Buying a home i ‘J Whether to rent or buy 


Please telephone me and arrange a convenient time to call and discuss my real 





(Srite in any other prodless not sentioned above) 


Name 





Address 








Telephone Sumber 











A friendly approach is used in this direct mail piece. Designed to 
build confidence, it offers free advice with no strings attached. 
Homes were sold to 80% of those who returned the reply cards 


In today’s competition, a slackening of business 
can mean “curtains” for your salesmen if they don’t 
find new ways to create sales. Here are three ideas, 
conceived during a business lull, that brought ex- 


cellent long-run results in sales and good publicity 


By JOHN F. ANDERSON, 
President 

John Anderson Company, Realtors 
Cleveland Heights, Ohio 


true interest he has in their problems. He often dis 
cussed subjects remote from real estate how a son 
was doing in the army. or a daughter in college, 
taxes, politics, sports and so on. Some of our other 
salesmen thought old Jackson must be off his rocker. 
“What a waste of time!” one said. 

But those other salesmen had to eat their 
words. It took a long time for Jackson’s efforts to 
pay off, but eventually his business snowballed to 
such an extent that he had to ask for help in han 
dling it! John Jones, whose house Jackson had sold 
three years ago sent him two men transferred to our 
town. and each bought a $20,000 home through us. 
Another client of six years back tipped him off to a 
new listing and recommended our organization so 
highly that we were made exclusive brokers; and 
Jackson sold the home. So it went, all during the 
year. Jackson attributed two-thirds of his volume 
of sales, which topped everyone else’s in the office. 
to that three weeks of “goodwill” telephoning. done 
when he had time on his hands. I tried the same 
thing the following year with similar results. Both 
Jackson and I have carefully preserved our notes 
so that when we call again, as we shall do in a year 
or so, we can start our conversation off with a ques 
tion about Aunt Minnie’s health. or how the new 
baby is doing! 

During a business lull last year, Simpson, another 


Soot 
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enterprising salesman, tried writing an article for 
the real estate editor of one of the local dailies. The 
result was an interesting essay on exclusive list 
ings which outlined the advantages of this method of 
selling. The editor was more than pleased to use it. 
and he ran it over Simpson’s byline, also mention 
ing our firm. 

But re | promotionally alert, didn’t stop with 
this. He ordered several thousand reprints of the piece, 
and our firm underwrote the expense. The reprints 
were passed out door-to-door in neighborhoods in 
which we had been actively doing business. Under 
the article we had printed: “This is shown exactly 
as it appeared in the newspaper, for the information 
of property owners” and we added Simpson’s and 
our firm’s name and phone number. 

The results are more difficult to trace in a promo 
tional effort of this type, but Simpson enjoyed a 
35% increase in sales volume in "52 over the last 
year’s record, most of which he attributes to the 
publicity and goodwill the article brought him. 

I have long been an advocate of the personal letter 
form of sales approach. Applying my experience as 








assistant advertising manager of a medium-sized in 
dustrial firm, I came up with an approach that paid 
off handsomely. A sample of the type letter and 
postage-free reply card we used is shown. The ap 
ional you'll note, is designed to promote a feeling 01 
informality, inspire confidence, and give the re 
cipient the feeling that he is under no obligation if 
he chooses to mail the reply card and take advantage 
of the advice offered. 

We mailed them to carefully selected property 
owners and prospective buyers in the same locality 
Simpson pod ta with his reprints. The returns, 
percentage-wise were not impressive because I was 
asking for a personal interview, not just for the 
privilege of sending them some literature. The-e mail 
ings, over a period of some six years, brought actual 
responses from only about 1.5%. But the amazing 
fact is we actually sold homes to over 80% of those 
who sent in reply cards! Those who did reply were 
vitally and immediately interested in buying or sell 
ing real estate, were glad to have our counsel, and 
placed their problems in our hands to solve. What 
more can a broker ask? 





JF YOU CONVEY real estate in fee, and having 

used the words “in fee” or equivalent words you 
subsequently attach some condition or limit action 
to the fee, the condition or limitation is void, and the 
deed conveys a fee simple title. 

In the case of Carllee vs. Ellsberry, 82 Ark. 209, 
the deed conveyed the property to the grantee and 
“unto her heirs and assigns forever, with all the 
appurtenances thereunto belonging. Provided, how 
ever, that should the said Georgena Ellsberry die 
without issue and before her husband, Wm. M. 
Ellsberry then the property herein conveyed is to 
revert unto the said Wm. H. Ellsberry.” 

The Court adopting the language of another case 
said: “There is one rule pertaining to the construc 
tion of deeds, as ancient, general and rigorous as 
any other. It is the rule that a grantor cannot destroy 
his own grant. however much he may modify it, o 
load it with conditions, the rule that having once 
granted an estate in his deed, no subsequently clause, 
even in the same deed, can operate to nullify it, . . . 
We do not find that this rule has ever been disre 
garded, or even seriously questioned by courts. We 
find it often stated, approved, and sometimes made 
a rule of decision.” 

You may have drafted deeds in which you reserved 
a life estate in the grantor, using the regular Illinois 
Statutory form, and it was passed by the Chicago 
Title & Trust Co., and this seems contrary to the 
rule just stated. But if you will look at the form 
you will see that it nowhere uses the words fee or 
heirs, and that’s how you got in under the wire. 

If you used a joint tenancy form that says: “To 
have and to hold the above granted premises unto 
the parties of the second part FOREVER not in 
tenancy in common but in joint tenancy,” and then 
reserved a life estate, or attached a condition you 
would be out of luck. 


FIYHE owner of a building, listing it for sale with a 
| broker, said. “how much will your commission 
be?” The broker said, “5%.’ The owner said, “T'll 
tell you what I'll do. If you move the building within 
30 days. I'll pay you 7%, but if you don’t your com- 
mission will be 3%.” The broker accepted the propo 
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The Law Says! 


By GEORGE F. ANDERSON 
Legal Editor 


sition. He moved the building within 30 days, and 
the owner refused to pay him 7%. ‘The owner refus 
ed to pay him anything, saying that it was a bet, a 
gambling transaction, and therefore an illegal con 
tract. I don’t think this is correct. In order to be a bet 
or a wager the uncertain event must be the sole con 
dition of the contract, and not merely incidental to a 
legitimate transaction. Here the main purpose of 
the contract was legitimate, and the wager only an 
incident to it. The owner finally offered the broker 
3%. LT hope he doesn’t take it. I would like to see him 
fight it out. 


HAD an experience today that reminded me of 

a book that I read more then 25 years ago. The 
book was “In His Steps” by Charles M. Sheldon. It 
still is popular and available in the 49%c edition. The 
author compares modern business practices with the 
way Christ would have done it, and the contrast is 
shocking. 

The experience was with a realtor who got an 
inspiration to live and transact his business in the 
manner that he thought Christ would have done it. 
He had not read the book so he was not inspired by 
it, but it was by an inner voice. You’re anxious to 
know how he came out. Well, he went almost broke 
and wound up in a sanitarium for mental cases It 
seems a sad comment on our civilization that a 
determination to lead an ideal life should meet with 
frustration rather than achievement. 

Cut this item out and give it to your preacher and 
tell him to use it for his text next Sunday. It offers un 
told opportunities for soul searching and moralizing. 
And as far as that is concerned it doesn’t do any of us 
much harm to check our conduct with the ideal. 
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THE HOUSE WITH 72 FLOOR PLANS 


A Dallas builder and his architect son worked out an ingenious method of 
changing the floor plan of a basic house into 72 different variations. Big sell- 
ing point is that the homeowner himself can make the changes without cost or 


carpentry skill. Secret is mobile panels, storage walls with adjustable moldings 


| OOMS where you want them, when you want them.” That is the basis of a 
gee gag home design idea conceived by Builder Frank Robertson and his 
Their “family cycle” feature widens the range of 
prospects 4 onal estate builders from single persons and newly-weds to widows. 
To achieve flexibility, the Robertsons designed their “Flexibilt” house with a unique 
floor plan, Each house has 1,250 square feet with two baths. The only permanent 
walls are the exteriors and those around the bathrooms and kitchen. By shifting mo 
bile storage walls and panel sections the house converts from a one-bedroom house 
to a two-, three-, or four-bedroom house, or into a two-family unit, one unit of which 
is an efficiency apartment. Robertson has 72 floor plan variations printed already. 
A strong selling point is that the home owner himself may move the mobile 
wall sections and re-arrange the rooms without cost or knowledge of carpentry. 

Robertson planned the house to meet changing requirements of modern family 
life from the newly-wed stage to retirement. A young couple, just married, can or 
cupy the efficiency apartment, rent the rest of the house. After one child arrives 
they can rent the efficiency, live in the rest of the house themselves. 

As the family grows they can take over the entire house, rearrange walls and 
provide as many as four bedrooms, Later, as children marry and move away, the 
couple can again set up the efficiency apartment and live in it themselves or rent it 

This, too, offers possibilities of income for a widow, who could live in the effi 
ciency and rent the rest of the house. 

Robertson, whose firm builds from 150 to 250 homes annually, has completed 
five Flexibilt models, each widely varying in appearance yet having the same basic 
floor plan. Although their selling prices vary from $20,000 to $22,000, Robertson 
hopes to produce models in the future for about $15,000 or $16,000. Selling prices 
of the first five models were boosted because of the many extra features Robert 
son included to help advance the idea of flexibility and to test buyer acceptance. 
Kor example, roof areas are large and elaborate, attractive fences, brick or stone 
veneer, and other types of siding are used to vary exterior appearances. One of the 
pilot houses has 4,600 square feet of roof although the house itself has only 1,250. 

Mechanical secrets of the new concept are built-in jack screws and adjustable 
moldings. No nails, screws, or other attachments are aks in floors, walls or ceil 
ings to secure the six mobile wall units. Rolled into place on casters, four screw jacks 
in each unit raise it so that the casters can be removed and the cabinet leveled. 

An adjustable base on the cabinet moves down over the screw jacks. Enough 
pressure is applied on the screws to hold the units rigidly in place and keep them 
plumb. Side walls have an adjustable molding, and the top is also adjustable. 

Robertson has applied for a patent on his Flexibilt houses and is developing plans 
to make his ideas available to other builders from any section of the country. 


son, Frank Jr.. of San Antonio. 
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Arranged with one section as an efficiency 


apartment and the other as a five-room 


house, the Flexibilt home serves newly- 
weds, retired couples, or single aged per- 
sons in either section. Other section can 
be rented to provide income for the owner 


Ie 


Storage units and panels move to form a 
two- to four-bedroom house, arrangements 
which best serve the middle period of the 


family cycle when families are expanding 
and their needs are changing very rapidly 
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One of five pilot models completed in December shows how flexi 
bility can be achieved in exterior appearance as well as in room 
arrangement. Although the floor plan is T-shaped, roof here is 


rectangular, Walls, siding, fences may be cha 3. Carport works 





well in any of several places. Three entrances provide wide flexi- 
bility in orientation on lot, give rental unit a sep: 


rate entrance 


Other side of storage units form a bedroom wall. Adjustable mold 


ing along the sides and adjustable tops allow tight fitting of units 
Screw jacks readily accessible from inside hold them Hly in place 





There is scarcely anything in the mobile units that isn’t ad- 
justable. Ed and Wilson Robertson tilt a unit back to reveal 
casters, drawer hardware, adjustable shelves and clothes h 
ers. Below, Frank Robertson adjusts the new slip mold de 


at left can form a folding partition or be 
ever needed to change the plan of the house 














Mobile panel sections may be arranged as a louvered wall, as 
here. They fit in slots in floor and ceiling and may be closed 
to form a solid partition wherever complete walls are desired 














SHOULD 
CITIES 
ANNEX 
SATELLITE 
TOWNS? 





YES ! BY WILLIAM ZECKENDORF 


| ECENTRALIZATION is not 

original with our generation. 
Nations, cities, all communities 
have always worked on the same 
principle. They grew and spread. 
With rapid transit cities - seen 
tralized still further. This did not 
mean their destruction. It mere- 
ly meant that the city was grow- 
ing, enjoying the benefits of great- 
er population and better communi- 
cations. 

Today, however, a new and 
vicious development has arisen in 
cities throughout the United States 
which makes decentralization fear- 
ed as the death knell of the cen- 
tral core area. This fear will con- 
tinue at least as long as we have 
the present inept laws bearing on 
municipalities and satellite towns. 

Satellite towns — the product 
of decentralization are para- 
sites. The high cost of maintain 
ing the central core that supports 
the whole metropolitan area is 
borne by the city. But the revenue 
and benefits go to the towns at the 
periphery. 

Each of these has its own poli- 
tical setup, fire department, police 
department, water supply, mayor 
and councilmen, all a duplication 
of the cost of the city’s core, Each 
saps off the buying power, the tax- 
ing power, and the vital factors 
that make for a cohesive, compre- 


hensive, healthy city. 

We are jeopardizing the en- 
tire fiscal and political future of 
our great municipalities. 

What I conceive as the answer 
would consist of a change in the 
basic law, providing that munici- 
palities have the right to force the 
satellite communities into the large 
city and tax them to make them 
a contributing part of the whole 
community .. . if they fail to meet 
a simple and obvious test. 

This test should be: “Can this 
community survive financially. 
socially, and economically with 
out the benefits from the large 
city?” For example, does the bulk 
of employment or earning power 
come from the mother city — as 
in 90 per cent of satellite towns 
— or is the town a self-reliant, 
independent community? 

The net result would be bene- 
ficial. We could have integrated 
highways, eliminate duplication of 
government officials, and vastly 
reduce repetitive bureaucratic set 
ups. There could be a single tax- 
ing power, and truly comprehen- 
sive zoning and planning so that 
the entire area grows as one inter 
related unit. 

As long as we continue growing 
in the present unrelated pattern 
we shall have more and more con- 
fiscatory taxes by the central city 


hi niiennens isi concerns every one of us. More and more people are moving 
to the suburbs. Satellite towns are springing up with their own governments, their own 
utilities and street systems. Traffic congestion downtown grows by leaps and bounds. 


All these forces products of decentralization 
real estate market in all sections of the country. 

Decentralization can’t be stopped, but it can be controlled and channelled in the best 
direction. William Zeckendorf, New York, says satellite communities are parasites and 
metropolitan cities should have the right to annex them. He says the central core is sup- 
ported by the city alone although it benefits the entire surrounding area. 

But Alexander Summer of New Jersey says no. He vigorously disputes Zeckendorf’s 
point of forcible annexation, says it would be unfair to the townspeople involved. And 
he strongly disagrees with the point that satellite towns do not help support the central 
core. 


are silently at work affecting the 


Each the dynamic head of a large-scale real estate organization, Zeckendorf and 
Summer present a stimulating debate that will interest every realtor, builder, and land 
planner. Zeckendorf is president of Webb & Knapp, New York City, realtors, builders, 
and property managers on both the east and west coasts. Summer, 1951 NAREB presi- 
dent, is president of a group of corporations bearing his name in the industrial, com- 
mercial, residential, and management fields with headquarters in Newark and Tea- 
neck, New Jersey. Zeckendorf’s argument is condensed from the Atlantic Monthly. 








and less control of central city 
politics by the general citizenry. 

The eventual result will be fi- 
nancial catastrophe. 

Many factors cause decentrali- 
zation. The obvious one is easy 
re Among others are 
sociological and economic change. 
and snob appeal — the desire of 
the rich or the newly rich or the 
aspiring-to-be-rich to disassociate 
themselves from those in a more 
modest economic or intellectual 
category. It winds up by abandon- 
ing what was once the best loca- 
tion in the community. The re- 
sult is that we have some of the 
worst slums within the shadow of 
City Hall in cities all over the 
United States. Incorporating the 
communities that live off the 
mother city is by far the most im- 
pao single step to stop the 
sreakdown. But cities mean-while 
must make themselves more at- 
tractive, must re-attract people to 
the central core. 

A city should take stock of what 
it has to offer the people who live 
in and around it, and go all out 
to satisfy their fundamental de 
mands. 

In too many cities, especially 
manufacturing and _ industrial. 
there is an element of grimness. 
a lack of balance between work 


and play, which drives people out. 
I urge upon such cities that they 
take a well-located site and, mak- 
ing the most of the desire to elimi- 


0 


NO! BY ALEXANDER SUMMER 


ECKENDORPF’S proposal, that 

large cities arbitrarily absorb 
their satellite towns, would be 
unfair to the townspeople in 
volved. They would not consider 
his recommendation seriously. 

I will not undertake to talk 
necessarily about other parts of 
the country, though I suspect the 
same factors apply around many 
large cities. But as to the metro 
politan area around New York, 
we in North Jersey have been 
hearing the expression “parasitical 
bedroom towns” for a long time. 
It may have been true once. It 
is becoming less true each year. 

There was a time when men in 
some of our communities com 
muted to New York jobs and New 
York salaries. But we have been 
having tremendous industrial and 
commercial growth. Our communi 
ties are becoming increasingly self 
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nate blight, replace it with a play 
area — a center of fun and enter 
tainment. I visualize this as con- 
taining a tremendous dance hall, 
bowling alleys, skating rinks, mer- 
ry-go-rounds for the children, a 
swimming pool for the children 
and one for adults too. Men would 
say “let’s go to town; let’s have 
some fun tonight.” People would 
feel that their city is a great 
place to live in, not a great place 
to get away from. 

Buffalo and Atlanta are two of 
the examples I have in mind, 
strong and virile and growing out 
of their breeches, but not devoting 
time or thinking to the lighter side 
of life for their industrial employes. 
There are others. 

After condemning and demol 
ishing slums close to the central 
core, one of the worst tendencies 
in redevelopment throughout the 
U. S. is to replace them with low 
cost housing. Such areas should 
be devoted to high tax producing 
sites. And no type of investment 
will pay as high a return in re- 
lation to invested capital as the 
sort of thing I'm talking about in 
the fun center. 

If the city decides it is going 
to build a park, it should Rell mse. 
an area around the park and real 
ize the increased value of that sur- 
rounding land through resale to 
private developers. The city can 
create increment, which costs no 
body anything, merely by virtue 


0 


sufficient. 

Much of our recent growth is in 
industries decentralizing. fleeing 
from New York’s congestion, from 
excessive operating costs of all 
kinds, perhaps in some cases from 
the seieeuitnd element in labor. 
As developers of a major indus 
trial area on this side of the Hud 
son, we are in position to know 
that many of these industries have 
simply followed their employes to 
the suburbs, and that while some 
are vitally interested in proximi 
ty to New York, others would be 
here if New York did not exist. 

Actually, the human race in the 
United States is reversing its mi 
gration for the second time. There 
was the rush outward to start 
farms and homesteads. Then came 
the reverse migration back to the 
growing city, for better jobs and 
easier living. Now there's the new 
trend back to the country not 
to farm, but to live better. 

These new out-migrants are con 
tinuing to work at city-type jobs 
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of assemblage. By this means the 
city can recapture most or all of 
the cost of areas it wants rede 
veloped directly from the prop 
erties that realize the benefit re 
flected in increased value. 

Planning alone by planners 
without hard-boiled knowledge of 
real estate economics means boon 
doggling or bankruptcy. On the 
other hand I would not permit two 
or three holdouts in an area to 
stymie a great development which 
would be in everyone's interest; 
the right to condemn is important. 

The actual redevelopment should 
be left in the hands of private en 
terprise; it has to be ta under 
the hard, cold analysis that ven 
ture capital will give everything 
that it goes into. 

One more point. Master plan 

ning and supervision of design can 
almost never be carried too far in 
intelligent, imaginative, and hon 
orable hands, The relation between 
city authorities and private enter 
wise in meeting the great chal- 
enge to our cities should be mu 
tually open-minded. Pride of au- 
thorship should be forgotten. Plan- 
ning authorities should encourage 
the submission of plans by crea- 
tive private enterprise, thus en 
suring that no bets are overlooked, 
that their own planning ideas are 
compared with those of private 
enterprise, and that all men are 
making their best contribution 
wuts living community. 


r 
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The new angle is that they're tak 
ing their jobs along with them 
The industries in which they work 
are migrating with them, for 
many reasons: taxes, elbow-room, 
better transportation, more con 
tented labor and even, perhaps, 
quiet pressure to spread out for 
national security. This is happen 
ing all over the country, and | 
believe it’s too fundamental to 
be stopped by city action. 
Returning to the charge of para 
sitical bedroom towns, there’s an 
other side to that coin. Many of 
our suburbs help support New 
York. In many cases our people 
earn their money locally and go to 
spend it in New York stores. 
+ cell restaurants, and night 
clubs. And our local clothing, food, 
appliance, lumber, and other re 
aes buy usually from New York 
wholesalers, New York still gets 
its cut. This situation too, I sus 


(Please turn to page 4) 
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DESIGNED FOR SALES 


Here's an office designed to meet the realtor’s every need. 
It’s one of five demonstration offices set up in Grand Rapids, 
Michigan, last month for the Grand Rapids Diamond Jubilee 
Furniture Exposition. Table desk has a clean modern over 
hanging top to provide a comfortable working area for cus 
tomer conferences. Files, dictaphone, books are conveniently 
nearby, yet partially concealed and well-integrated in the 
overall design. Good lighting and careful selection of colors 
give an airy, prosperous, business-like appearance. Walls are 
olive green shadow and white. Upholstered chairs and desk 
accessories are red leather. The cork floor is covered with 
beige chenille carpet. Lamps and accessories were specially 
designed to fit in with the overall scheme. All furniture is 
by Stow and Davis Furniture Company. Office design is by 
George W. Reinoehl, A.1L.D. and executive director of the 
Executive Furniture Guild which sponsored the exposition. 











| ERE are some highlights of 

tax law changes for taxpay- 
ers operating either on calendar 
years or on fiscal years starting 
after October 20, 1951: 1) Tax 
rates have increased over 1951. 
2) Certain taxpayers can be classi- 
fied as “Head of Household.” 
3) Methods of computing capital 
gains and are different. 
4) Rates on capital gains have 
changed. 5) Medical deductions 
when husband or wife reach 65 
years of age have increased. 
6) Gain on sale of residence where 
another is purchased with pro 
ceeds of sale is not recognized. 
7) Dependents can have more in 
come. 8) More deductions are al- 
lowed for charitable contributions, 

Some of the changes mentioned 
above were effective in filing re 
turns for calendar year 1951. 
Others, such as the new category 

Head of Household—and meth 
ods of determining and taxing 
capital gains and handling capital 
losses, are effective for the taxable 
years beginning after October 20, 
1951. 


k sses 


Increase in Rates 

Full impact of the increased 
rates under the 1951 Act will be 
felt in the year 1952. Approximate- 
ly one-sixth of the increase was 
applicable in 1951. An example 
for comparison of a specific class 
of taxpayers showing increases of 
1952 over 1951 follows: 





~ 

u 

¥ $ 
. 2 oS z 
Taxes 26 ee 
Taxpayer and Income =c oo 
1951 1952, 4.8] && 

Single $5,000 $429 $906 $77 9.4 
Married-Joint $5 (40 669 728 9 HBC 


Head of Household 


$5,000 829 883 4 





The “Head of Household” for 
comparison above was considered 
an individual taxpayer for 1951. 

To qualify as Head of House 
hold the questions on page 2, Form 
1040, must all have an affirmative 
answer. The questions are: 

1) Were you unmarried (or le- 
gally separated) at the close of 
your taxable year? 

2) Did any person 


for 


whom 


you are entitled to an exemption, 
or your unmarried child, grand- 
child, or stepchild, even though 
not a dependent, share during your 
entire year, your home which was 
your principal 

name(s) ol 


residence? List 
relationship to you. 
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Tax Law Highlights 


By E. H. WELTER, Tax Editor 


3) Did you furnish more than 
one-half of the cost of maintaining 
the household during the taxable 
year? If you did not furnish the 
entire cost, state total amount fur- 
nished by you $ ; by all 
others (including those sharing 
your house) $ ' 

4) If all of the above questions 
are answered “yes,” you may de 
termine your tax as head of house 
hold. 

Capital Gains and Losses 

Before the 1951 Revenue Act 
was enacted, one dollar of short 
term loss could be used to offset 
two dollars of long term capital 
gain, and only 50% of long term 
were deductible. In 1952 
long and short term gains and 
losses are taken into gross income 
100%. 

If the excess of gains over losses 
is long term gain, 50% of the long 
term gain is deductible from gross 
income. However, if capital losses 
exceed the capital gains, the capi 
tal losses are considered 100% and 
are deductible in full. in accord 
ance with limitations for capital 
losses. The maximum rate on capi 
tal gains is 26% after October 20, 
1951. 

The alternative method of com 
puting tax on long term capital 
gains provides relief to those in 
higher income brackets after their 
effective rate reaches 26%. All 
taxpayers share in this relief be 
cause only 50% of the long term 
gain is taxable on any return filed, 
if it exceeds capital losses. Indi 
viduals can carry capital losses, if 
they are not used up in the current 
tax year, into the five subsequent 
years and deduct them from capi 
tal gains, plus $1,000 of ordinary 
income each year. If the ordinary 
income is not $1,000 then the 
amount to be deducted is capital 
gains plus the amount of ordinary 
income which is available up to 
$1,000. Corporations can only re- 
cover capital losses against capital 
gains. Their carry-over period is 
also five years. For losses on capi- 
tal assets used in trade or business 
(depreciable assets) see optional 
provision of Sec. 117 (j) of the 
Code, This section allows such loss 
es in full in year of loss, unless 
there is a net operating loss which 
requires spec ial handling for tax 
payers other than a corporation. 
Long term capital gains on assets 


losses 
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used in the trade or business may 
be handled as any other long term 
capital gain. 


Sale of Personal Residence 

This provision was operative 
during 1951. The relief provided 
under the law allows only one 
sale a year and that of the prin 
cipal residence of the taxpayer. If 
the new home was purchased one 
year prior to or one year subse 
quent to the sale of the old resi 
dence, the law is applicable. If a 
new home is being built, 18 months 
are allowed. Any pro 
ceeds of sale of the old residence 
over the cost of the new 
taxable gain. Temporary rental of 
the houses, either of them, does not 
void the application of the law 
The basis of the new home is the 
same as the old with certain ad 
justments for expenses incurred in 
the sale. 


excess of 


one, 1S 


Dependents Can Earn More 
Under the 1951 Act, a dependent 
can earn up to, but not including, 
$600 and be claimed as a depend 


ent by the taxpayer, if the tax 
payer furnished more than one 
half of the dependent’s support 


and if the dependent can be legally 
classified as such 
Charitable Contributions 


Individual taxpayers can now 
deduct up to 20% of their adjusted 


gross income (Item 4, Page 1 
Form 1040). Contributions are de 
ductible only in the year when 


“paid.” Their deductibility is de 
pendent upon the character of the 
organization to whom paid. There 
may be an advantage in making 
donations in other than cash. See 
your tax advisor 


Other Suggestions 

A surviving spouse may use a 
joint return in the year of death 
of the decedent. Where taxable 
years are the same for spouse and 
decedent no trouble is encounter 
ed; however, if and de 
cedent have different taxable 
years, adjustment must be made in 
accordance with regulations. 

If a husband and wife file sepa 
rate returns both must the 
same method of handling deduc 
tions from gross income to arrive 
at taxable income 

Federal tax laws obviously are 
complex. Matters discussed in this 
column are of necessity brief and 
general, Because of the conse 
quences of mishandling one alter 
able fact. it is best to consult ex 
perienced guidance in dealing with 
complicated tax problems 


spouse 


use 
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Short Hiils real estate builder uses “Emancipation Proclamation for Homemakers” to promote home sales 








) 
Emancipation vdlemalion 


FOR HOMEMAKERS 
B FE. it now published and ordained, with the 
opening of the doors of this abode, that 
woman is freed henceforth and forever, to wit, 
from 
1. The rigors of daily dusting, cleaning and 
sweeping. 
2. The onslaught of ailments arising from the 
pestilent humors of houses of uneven tem 
peratures, and air over-laden with damp 
ness and dirt 
Limitations upon her God-given inclina 
tion to use light colors of wide and vary 
ing hues in the decoration of her abode, 
and her choice of fabrics in the furnish 
ing thereof 
The grievances of the creaking chair and 
the bureau drawer that refuses to open. 
due to the lack of humidity control. 
Insects and all manner of creeping and 
flying things which seek out open win 
dows and enter to make their residences 
and wreak their destruction 
The wading pool basement with its clothes 
line of drying garments which won't 
The abomination of the paint that peels 
and the wallpaper that buckles and sags, 
resulting from extreme moisture 
The bills for too frequent cleaning and 
pressing of clothing, slip covers, drapes and 
furnishings which throw out of balance 
her household budget 
The jittery nerves and bad disposition, to 
the everlasting benefit of her beloved fami 
ly, through diminishment of noise from 
the street, yes, even to that of the all out 
doors. 
Upon this we affix our seal this seventh day of 
September in the annum of our Lord, nine 
teen hundred and fifty-two. 


CARRIER CORPORATION 








ECAUSE the home buying public believes the number one ad- 

vantage of air conditioning is summer cooling, Real Estate Builder 
F. H. Mulcahy is cashing in on its other advantages in promoting his 
44-home project. Located in Short Hills, the Deerfield Park homes are 
equipped with Carrier Weathermaker air conditioning units. 

Mulcahy and his trio of builder sons named the first house in the 
project “Emancipation House”. . , designed with a woman in mind, as 
Mulcahy puts it. Carrier Corporation wrote an “Emancipation Proc 
lamation for Homemakers,” had it printed in distinguished-looking 
type, then framed and hung it above the mantel in the demonstration 
house. The words are reproduced in a box on this page. The proclama 
tion proved to be a profitable sales-making idea for Mulcahy iiaane it 
pointed out in an interesting manner all the other advantages of year 
round air conditioning. 

Prices of the homes start at $29,500. Average lot frontage is 100 feet 
with house sizes 30x60 feet overall. Houses are individually designed 
The builders preserved as many trees as possible in the 42 acres of 
rolling timberland, giving the development a park-like appearance. 
Situated near golf courses, lakes, trout streams. bridle paths, ski runs, 
the community is only 25 minutes from Newark and 50 minutes from 
New York. Public and school transportation is available nearby. Shop 
ping facilities are five minutes away by automoble. 

The demonstration house has a brick veneer front and a garage be 
low the first floor level. The entrance is given a luxurious appearance 
with the use of wrought iron grillwork, wide steps, raised panel door, 
and paneled sidelights. Shuttered windows are in keeping with the 
style of the entrance. 

‘Inside, bath and powder room are tiled. Kitchens are equipped with 
General Electric dishwashers, Hardwick ranges. Hy-Grade_ kitchen 
cabinets. Plumbing fixtures are American-Standard, and water lines are 
copper throughout. Other features are wood sheathing, glued trim, 
kitchen ventilating fan. Price includes complete landscaping. 


Corona Del Mar realtor finds strong market for low-cost, well-constructed houses in Southern California 


e@ IN CALIFORNIA 


Homes Our Readers 
Are Building 
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SI Ee ~— opportunity in the num 
ber of young veteran families 
flooding into Southern California. 
Realtor Builder W. F. Fisher of 
Corona del Mar, Calif.. set about 
working out a house plan that he 
could build with a maximum of 
space and a minimum of cost. 

Using four exteriors which 
range from a modern California 
type with wide expanses of glass 
to a rustic cross between a Swiss 
chalet and a midwestern farm 
house, Fisher built 28 of these two 
bedroom homes last year and is 
aiming at the 40 mark this year 
The homes sell for $7,500 plus 
the cost of the lot. 

Built on lots measuring 30 x 
118. they have 800 square feet of 
space and a concrete slab floor. The 
rustic models have bare beam ceil 
ings and cedar shingle roofs. and 
all homes have brick fireplaces and 
Rheem gas furnaces. 

The low-priced homes have found 
favor with the young married buy 
ers, since they are specifically de 
signed for the narrow, deep lots 
which are usually sold through 
out the Southern California re 
sort area. 

All interior walls are of plaster. 
while the concrete floors are of 
Colton cement and are invariably 
covered with Kentile asphalt tile 
Tile in kitchen and bath is Glad 
ding-McBean. while plumbing is 
American-Standard. Electrical fix 
tures are by Lightcraft of Califor 
nia. interior hardware is by Kwik 
set. while that on exterior doors is 
Schlage, Bishop-Conklin paints are 
used throughout. 

The 27,000 btu gas furnaces are 
usually located in the hallway be 
tween bedrooms and living room 
so that the heat may be directed 
into any of the three rooms simply 
by closing off the other rooms 
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Realtor uses double units on twin lots to give more spacious appearance 


\ THEN prospects drive out to see Realtor-Builder Joe Merrion’s new 

addition to “Hometown U.S. A.” in Chicago their eyes deceive them 
The ads said two-bedroom homes were available from Merrion for $9,750, 
but the project appears to have only $15,000 to $20,000 homes. The houses 
are large and are situated on spacious lots 

What's the secret? They are really double units built on double lots 
Merrion uses this idea to gain flexibility in architecture and to enhance 
the appearance of the subdivision. The houses look much bigger and can 
be spaced further apart than if individual units were built 

Merrion offers 16 different elevations. He concentrates sales effort on 
the two-bedroom model for $9,750. If a prospect wants a third bedroom 
$1,000 is added to the price. A double unit is shown here, one unit having a 
garage. Note that the two entrances are widely separated for privacy. The 
floor plan is that of another model which has two identical units. The 
dividing wall between units is eight-inch masonry. Each unit in this model 
has 740 square feet of floor space. Overall size of the double unit is 60 x 
24 feet 8 inches. Lots range in size from 40 to 55 feet wide to 100 to 120 
feet deep. Doubled up, lots appear to be 110 to 120 (maximum size). Space 
between houses ranges from 20 to 50 feet 

James P. Meade & Company, realtors, are handling sales. They find that 
one demonstration house and a small compact sales organization work best 
They say it results in obtaining a concentrated, confined group of pros 
pects on which to direct their sales effort. Merrion believes a lot of sales 
“shots” are wasted when too many demonstration houses and a large number 
of salesmen are used 

Merrion strives for quality construction throughout his projects. Homes 
in the new addition are joist over crawl space construction. Heating is by 
a radial perimeter system using Conco Engineering Company's equipment 
Floors are covered with Kentile asphalt tile. Bathroom fixtures are Crane 
Fixed window areas are glazed with Thermopane and movable sash are by 
Fenestra. Johns-Manville 210-pound asphalt shingles are used on the roofs 
Kitchens are fully equipped with American Kitchens’ cabinets and equip 
ment 

Selling prices include complete improvements curb and gutter, asphalt 
paving. all utilities. landscaping. play areas. Merrion erected temporary 
schools pending the financing of city schools. A big selling point is spaciou 
living only 12 miles from Chicago's loop. More than 1.200 families are 
living in Hometown U.S. A.. now. The current addition contains 540 unit 
which will be completed late this coming summer. Merrion is building 
the majority of these for sale, except for 160 units which will be rented 
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" SMALL MONEY sors 
if YOUR OWN HOME! 


t's © geod feeling te know thet you've made «@ little “ b 
te your MATTIESSURG 
th, work will ma 
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Camp Shelby very soon. 1 fellows that «| mightn't be 
posvble te offer you the same terms which we ere 


ahle te —_ yeu rew 


310 Ronie St. 
$1500 down 
6 rooms, 2 baths 


The total price is fust 
$6,590 for this conven! 
ently located home It's 
very close in, and is near 
bus and shopping 
This asvestos<iad home 
las recent been re 
decorated from heed-t 
toet Bee it today «it 
being held vacant for 


julek delivery ) 


513 Southern Ave. 
A Home with 
Income for just 
$1950 down 

The monthly peyments 
are $550 and each 
side of this 2-family 
home ls now rented for 
$35. Total price: $6950 
Each wide offere living 
lining kitchen, break 
fast room, and private 
bath. The lot ia a roomy 
52x200 The location is 
across from the Catholic 


swhooj and church It's 


4 blocks from down & 


town 


907 Arledge St. 
$1500 Down 
Let size: 70x200 


Here ts a well-kept 6- 
room frame home in & 
© quiet neighborhood. It's 
styled in an old-fashion- 
ed way, and is located 
One block from the 
Methodist Hospital and 
city bus. The total price 
is $5500 the monthly 


} payments are $45 


$500 Down 


the ‘ss 
cweRey 6. 


601 George St 
Petal 
$550 Down 


319 Buschman 
St 
$375 Down 


o being held vocent i 
for Mm mMedisie ore 


> pancy Has @ rooms 


Saar a) 


‘7 
100 block 

f. #th St 

BRAND NEW! 
$500 Down 


teemavle lerms « 


tile Leors through 
wut 


65" W. 4th St. 
$508 Dewn 
Very Clean 
Seldom can we offer 
PLA 


713 Shelton Ave. 
$400 Down 


“Two-column by 19-inch ad shown 
here is typical of the type we ran 
until mid-summer. The layout is 
very commonplace and as far as 
we're concerned, it is 38 inches of 
wasted space — and spent dollars.” 


By MIKE STETELMAN 
Sales Promotion Manager 


Marcus London, Realtor 
Hattiesburg, Mississippi 


Are You Wasting 
Ad Space? 


There's an oft-forgotten aspect to this matter of utilizing space in dis- 


play ads. Appealing to the wrong clientele can be just as wasteful as 


running oversize ads. Marcus London Company clips ads of other ad- 


vertisers, studies them, and patterns its own after the best examples 


\ ANY realtors think that wast 

ed space means only run 
ning ads which are too large. We 
agree as far as it goes but 
appealing to the wrong clientele 
in ads is just as wasteful. 

Recently we closely followed 
week-long promotion of men’s 
overcoats by a large New Orleans 
department store. After analysis of 
that promotion, we are convinced 
our advertising techniques can be 

and should be treated exact 
ly as were those topcoats! Here's 
what we noted that convinced us 
our present advertising policies 
are channelled properly 

In one ad, a $25 item of clothing 
was treated as such. The store felt 
that their reading public would 
be more conscious of $24.95 than 
$25.00 so it was priced that way 
And the headline’ didn’t read 

“Beautiful Topcoats.” Instead. the 
figure, $24.95, "appeared at the top. 
and held dominance even over the 
picture of the coat 

We compared that ad to an 
equity of $500, say. We'd hardly 
head an ad for such a property. 
“Large, Shaded Lot.” (It would 
be better not to advertise it at all 
than take that approach.) We 
would feature that $500 just as 
large as space would permit. And 
if the seller would agree, we'd 
work on a basis of $475 down. It 
sounds like $100 less than $500. 
doesn’t it? 

The reverse was true of a $125 
topcoat which was advertised later 
in the week. You know how it was 
attacked by the merchant. with 
out even going into it: mn the exact 


same manner as the $24.000 estate 
which ts listed by this office 

What really appealed to — us. 
though. was not so much the way 
he advertised his” various-priced 
items as the way he utilized what 
comparatively small space that 
was run. With very distinctive 
grey backgrounds for all the ads 
(known as the “benday” proces 
in the advertising world.) each ad 
was outstanding, and the series of 
ads were tied together into a co 
ordinated campaign 

Once again, it reminded us of 
that S500 or $475 loan as 
sumption, Let's say that we felt 
that the property warranted a 
newspaper display ad. with a 
photograph of the property. We 
start scratching our heads. wonder 
ing how to approach it. We know 
that our newspaper has its prob 
lems, too, and that they might be 
forced to place our small ad next 
toa big black used car ad 

What is to be our defense 
against it? Another big, black ad. 
run by our office? Perhaps. but 
here we've spent our week’s ad- 
vertising budget on one property 

with no more than a 50-50 

chance of our ad being seen in- 
stead of that used car monstrosity. 

There’s much better defense. we 
think — and a far less costly one. 
The answer is a two-column by 
four-inch space. utilized properly! 
Examine a sharp, clear photograph 
of the home. Could the numerals 
$475 be cut out of the actual 
photograph in thick, balloon-style 
lettering. so that the home can 
sull be seen? We try it. and we 
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eliminate all other copy except th 
barest detail Remember 
were trying for a@ price appeal 


here instead of the beautiful lot 
The result is a very distinctive. 
professional looking ad. And we'd 


bet our boots that that 2 x -t ad 
no matter how «small it migh 
sound when you say it will | 
een alongside that bie. black 1 
Cal ad 


Phere’s another conclusion to be 


drawn from the big advertises 
Our light. dainty-looking ad will 
tand out like a sore thumb besid 
a bold ad: and our bold ad will 
stand out like a sore thumb along 
side a light ad. More proof that 
its not how much space you run 
that counts but how you use 
what you use 

We think that wasted space 
takes other ferms. too. Such = as 
advertising in desperation, which 
is another lost cause. We alway 
like to think there’s a buyer for 
every home, and that our job i 
to find that buyer as long a 
its not carried to fantastic e: 
tremes through our newspaper ad 
low about that home that you've 
exhausted every possible means of 
finding a buyer for? You went to 
considerable expense painting a 
large sign which has appeared on 
the premises for several week 
Your men have talked about the 
property to everyone who could 


possibly want the property, o1 
who would know of a buver for 
it. You've run about one inch 


Classified space a week since you 
listed it with very little result 
Is the answer a large. unique di 
play ad designed to “really ret 
some action? 

Some action might result. but 
is umprobable. It more than like 
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— Training vox 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 


Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases of 
the business. Send for bie FREE CATALOG 
today. No obligation 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 
Suite 300 Law Bldg. Kansas City, Mo. 











AAA-1 rated Jr. Dept. Store Chain will lease 
or buy 25 to 60 ft. frontage in 90 to 100% area 


n cities 25,000 to 100,000 anywhere. Will also 
ease space im large suburban shopping cent 
East of Miss. Kiver. Brokers’ cooperation iayited 


Fad Mitchell, 276 5th Ave, N. ¥. C 
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Colehrate National Home Week With Ue Ab. 
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Thursday, September 18 2th 8 om. .*. 
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“Four-column by six-inch display ad, above, is typical of our present policy. The ad could 


have been smaller, but we felt this home warranted more space Note surprinting of 
copy against the clouds . . . Panel to the lett hides another home which appeared to 
cramp the other on . Signature cut at the bottom helps cover an unpaved public alles 
way to the right. This layout makes the ad stand out distinctly and it pulls well for us” 


ly amounts to throwing good fice. for instance, select) an ad 
money after bad. It would be a from your files which serves you 
better idea to think about that purpose. Show it to your local 
property figure oul why it newspaper, and ask their adver 
hasn't sold. and if possible correct tising department to lay out a 
the objections to it before vou similar one for you. Dont feel 
waste precious advertising dollar that you've done something wrong 
on it by taking a suggestion from a sue 

With a few months of patient cessful ad. We're sure that the 
observation, the greenest novics New Orleans department store 
can become a better advertising which we've mentioned clips ads, 
man. They say that a good ad too. Successful advertising men 
vertising man can produce an readily admit that one ad in po 
idea-a-minute, If there's no such sibly hundreds is actually original. 
person available. the next best no matter who is advertising 
thing is to initiate an ad clipping Our display advertising bill for 
department into your office rou September was a fraction of what 
tine. Subseribe to several Sun it had previously been. October 
day papers. and save the ads that followed true-to-form. too. Instead 
catch your eve especially the of wasting space, we're running 
maller ones Clip several ads for ads that feature Luque layouts 
every occasion. Then. when an along with concise, factual copy 
open house come up at your ol And it works! 


REALTORS METAL SIGNS Write for Free 

Sample I}iustrated Literature and Prices 

LANCELOT STUDIOS 100 Seventh Street 
P 


Pitt 








BAKED - 30 GAUGE - 14” X 20% LOTS.44 EA Prompt service 
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Satellite Towns 
(Continued from page 39) 


pect, is not peculiar to our area, 
Zeckendorf proposes the ques 
tion: “Can this community sur 
vive financially. socially and eco 
nomically without the benefits 
from the large city?” He says 90% 
of satellite towns cannot 
I doubt that. Short of a cata 
clysm there is no way to prove or 
disprove it. But certainly I want 
a specific definition of “benefits.” 
New York benefits from its prox 
imity to the Atlantic, Chicago 
from Lake Michigan, New Orleans 
from the Gulf, San Francisco from 
the Pacific. Let’s face it most 
major cities have plenty of income. 
Phe financial straits of some large 
cities spring from evident causes, 
How long would a great corpor 
ation survive, run by people elect 
ed to office every few years not for 
ability and experience but for vote 
vetting ability? That question may 
be a chestnut, It’s still fascinating. 
In New York’s case, the $19. 
425 billion assessed valuation com 
pares roughly to the total Ameri 
can investments abroad at the 
end of World War Il, or 1950 
holdings of government securities 
by all U. S. corporations, or the 


PROSPECTS WITH A SETLICH SIGN 


Want prospects to see your listings? Sure you do! 
Then pull them in with a Setlich Sign. Years of re- 
search and experiment in the real estate field have 
given Setlich Sign the pattern for producing signs 
that not only attract prospects but give your com- 
pany the personal appeal that makes your listings 


easier to sell. 


Your sign represents you, so make sure it reflects 
quality. Be certain that it has the prospect-pulling 
ingredients that make Setlich Sign the favorite with 
real estate men and women everywhere. 


For Signs That Sell — See Setlich 


> | OR CALL REPUBLIC 8844 


SETLICH SIGN COMPANY 


1300 $. LACLEDE STATION RD., ST. LOUIS 19, MISSOURI 


value added by manufacturing in 
1949 in the Middle Atlantic area, 
or the 1949 U. S. automobile sales 
by dealers, or the 1950 U. S. con 
sumer spending for housing. These 
indicate the staggering investment 
represented by New York property. 

It seems to me that New York’s 
answer is to have a city manager 
and career staff who are adequate 
ly paid but can be removed for 
ineffic iency, and who in case of 
dishonesty can be jailed rather 
than resigning on a life pension. 

One major cause of many large 
cities’ financial straits is perfect 
ly evident . . . politics and graft 
Payrolls are wadded with political 
appointees, Petty politicians get 
cars and chauffeurs. Economy in 
purchasing and in awarding work 
contracts, like efficient effort by 
political personnel, is an imprac 
tical ideal, politically. 

Another obvious cause in some 
cities is tax-exempt properties. In 
New York, for example, two-thirds 
of all the housing built in’ the 
last five years is public. Thus more 
and more land goes off the pri 
vately-owned full-taxpaying rolls 
and becomes subsidized by the tax 
payers. No city economy can stand 
up long under such a program. 

The real solution for slum re 


moval is to enforce the building. 
fire and health codes. And on that 
point, unrealistic rent controls 
make it uneconomic to keep prop 
erty up to date. 

No effort is made to really solve 
the traffic congestion which cuts 
property values and reduces tax 
income. Yet in New York. one 
perfectly plain step would be to 
require midtown truck deliveries 
before 6 am and after 8 pm. 

I am convinced, too, that rackets 
in labor and crime could be mini 
mized by the city fathers if they 
really wanted to. 

These things probably will never 
be squarely and honestly met. 
Therefore the suburban communi 
ties feel strongly that absorption 
into New York would merely ex 
tend graft and corruption into the 
suburbs, raise everyone's taxes 
further, and destroy much of the 
wesent desirability of suburban 
Rates. 

Necessarily I have talked chiet 
ly about New York, for which the 
readers must forgive me. But | 
am sure that Journal readers ove1 
the country will find many points 
applicable in their own areas. If 
instead they find their home city 
a refreshing contrast so much 
the happier. 








CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 
world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 


LONG 
TERM 
LEASE 
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Down the Drain 


A new, low cost, electric food waste disposer that 
incorporates features designed to cut installation 
costs has been announced by Youngstown Kitchens 
The manufacturers believe the 14” model can be 
installed faster and easier because the drain opening 
is only 614” below the bottom of the sink allowing 
easy connection to existing drain lines that go 
through the wall rather than through the floor, The 
disposer’s drain outlet, which is tubing rather than 
cast metal, permits easier sealing to the trap. 

Vivid Viewing 

Tele-Jac, a permanent television antenna anchor, 
has been introduced by Froelich-Reeder-Froelich of 
Hollywood, California. Engineered to meet FHA and 
VA specifications, the manufacturer believes it will 
provide a complete through the roof direct lead-in 
to the television set while keeping the antenna in a 
true vertical position at all times. They say it can 
be installed in 30 minutes. 


For Accountants 


“A Dictionary for Accountants” by Eric Kohler is 
now available from Prentice-Hall, Inc. of New York 
The book, claimed to be the only full scale dictionary 
of accounting terms ever to be made available, defines 
over 2,000 alphabetically arranged terms and also in 
cludes many charts, graphs. illustrations, tables, and 
forms. 


As You Like It 


The Flintkote Company of New York has recent 
ly added a new line of colors to its Shado-Tex family 
f 12” tapered strip shingles. These new roofing colors. 
green, gray, blue. and red, have been created 
through the use of pastel colored granules accented 
with white granules, The manufacturers believe this 
color blend gives maximum contrast between the 
shadow line and the rest of the shingle. 


It’s a Steel 


The Penn Metal Company of New York claims 
that Lightsteel, their new low cost steel framework. 
is ideal for the light building field. Lightsteel struc 
tural sections include a complete range of studs. 
joist and accessories fabricated from strip steel by 
cold rolling. The sections have a proportioned double 
trussed, open web design that gives them the ad 
vantage of light weight without sacrificing strength 


Space Saver 


A new 50-gallon table top electric water heater has 
been put on the market by the Westinghouse Ele« 
tric Appliance Division, of Mansfield. Ohio. The 
unusual feature of the new heater is that its external 
dimensions are the same those of the smaller 
4)-gallon size with a four-inch backsplasher on the 
porcelian enamel top. It also features a new back 
connected piping system, which permits the water 
lines to be brought up through the floor at the back 
of the heater, through recesses in the rear panel. or 
through the wall. Both the front panel and top plat 
form are removable for access to all parts. 
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ANNOUNCING THE 


Hew 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


a SIGN OF 
PROGRESS 





Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000 

@ Eliminates going after and returning key to listing 
office. 

@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant 


Non-duplicating keys PATENT PENDING 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 





EXCLUSIVE DISTRIBUTOR 
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OFFER CONSTANT IMPROVEMENT IN A CONVENTIONAL 
HOME FACTORY ASSEMBLED 


Always New Design, Always new 
features Pollman Homes are new 
for today New For Tomorrow 


TOLEDO, OHIO 
JACKSON, MISS 


by 
THY nye 
48, 


£. Peer! Street 
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Journal Reports 
(Continued trom page 8) 
March 1. Dickerman has erved NATIB 


lor several years. his most recent po ition being head 
to Cr rl 


who retires 


of the legislative department and assistant 
right 


Federal Spending to Remain High 


No matter hov 
tration does to eo 


much trimming the admin 

President Truman's budget. th 
level of spending. part cularly for defense, will prot 
ably not fall off this year. This is because of the lore 
amounts of funds previously authorized but not ye 
pent, Requested in the new budget ai public 
howe tnats reque: ted for fiscal 
1993. Whether trimmed 
it oe | 


Two New Members Elected to PHMI 


Iwo new prefab manufacturers have been clected 
to membership im the Prefabricated Home Manu 
facturers’ Institute. They are Connett Engineered 
Homes, Inc., St. Joseph, Missouri. and Precision Built 
Homes. Inc.. Baltimore 

Connett offers 14 different models, all ranch style 
selling from $7,000 to $25.000 including land. Dis 
tribution as through local building contractors who 
handle erection and sales. Homes are marketed in 
Viissourt, Kansas, lowa. Nebraska. and Hlinois 

Precision’s marketing area is in) Maryland and 
neighboring states. Its president has been prominent 
in construction work in Baltimore for 24+ years, being 
connected with several garden-type apartments 


75.000 
the same number 


this will be 


remains to be 


BROKERS— 
Attention!!! 


This is your opportunity to co-op erate on de 


velopment on East Coast Florida which will 
he publicized over LOL radio stations, over 
10 PV stations end in 3.000.000 copies of 





magazines. Good commissions. We will give 
all co-operation we can, will give exe!usive ter- 
ritory your city, also leads. Address Charles 
Lamm, Melbourne Gardens, 3001 North Clark 
Street, Chicago Tt, HEnois. Phone 21-8-1932. 


PRIZE HOME GIVEN FREE 
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Veterans’ Housing 
(Continued from page 33) 
difhteult to 


tinder this 
discretion i 


after the house ts 
many of these 
\ \ would be 


qQuiiriny compliance Lrisped tion 


ever, 
detect 
prov ISion 


comple ted us 
inadequacies 
vranted 
and would be 
pected to require compliance inspections only 
ubdivistons 

above six recommendations are 
quiring legislation and deal primarily 
builder seller, Two other recommendations 
designed to correct deficiencies in the VA itsell 


case of large 


Lhe 
and 


7) VA's inspection and investigation service should be supported 
by the Administrator of Veteran’s Aftairs and Congress in putting 
to work an inspection program that will prevent the development 


of serious irregularities in the operation of the loan guaranty 


program, 

league ays. NIy 
port on the loan guaranty program, and has 
the same issue with regard to other programs. that 
the Administrator of Veterans’ Affairs 
mediate steps to establish a comprehensive system 
of supervision of field activities. This is purely an 
administrative matter and we hope that progress 
in this direction will be made in the reorganization 


committee is urging. ib its ve 


raised 


take um 


of central office activities beige studied tn th 


VA 


8) VA should give immediate attention to improving thei 
system of handling complaints by veteran home owners 


“There ha 
handling of complaints by 
last few months.” Teague says 

During the course of the Teague investigation 
the Administrator of Veterans’ Affairs wa 
certain additional respcensibilities and authority by 
the passage of Public 350. 82nd Congress, in 
June last year. He authority to 1 
prescribe minimum requirements for planning. con 
struction. and general acceptablity, 
praise a dwelling or housing project owned. sponsoi 
ed. or to be constructed by person identified 
with a previous housing failure; and 3) refuse to 
vuarantee or insure any made by a 


who has failed to maintain adequate records to de 
! 


How 


heen a noticeable improvement in th 
home owners within the 


OLVEH 


Law 
Was given 
refuse to ap 


any 


loans lendey 


monstrate proper ability to service loans or has wi 
fully or neghgently engaged in practice 
of the government 


detrimental 
to the interest 
Teague says his committee approached the prob 
lem of the veterans’ loan guaranty program with clie 
view that the program was primarily 
benefit prospective veteran home owners 
Phe intended as a 
stimulate and favor the buildin 
industry.” Teague says. “It is obvious that 
foan guaranty pr 
objective if oat 
unduly prejudicial against builders 
mist mind that the 
nd the taxpayers are assuming a contingent Labil 
ty which may ultimately reach S20 billion. Ther 
that should 
ind assure tha 


recelves a sound 


intended t 
program) was not device 
building activitie 
the ve 
can not achieve it 


erans ogram 


administration and regulations a1 
However \\é 


bear in federal) covernment 


fore. we believe Congres take steps 
minimize the risk to the taxpayers 
the veteran purchase) home ata 
rm asonable price 

I am confident. 
nothing in the program which we've 
will adversely affect the intere t of 
ers. If some of the controls we have suggested tend 
to curb the activities of certain irresponsible builders 
then certainly the interest of the public, veterans. 


and legitimate builders will have been served.” 


that there 


onthned whie! 


league ays. 


legitimate build 
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Roy B. Wolfe, vice president of District 7 of the Hlinois State Association of 
Real Estate Boards and past president of the Danville (Illinois) Real Estate 
Board, is a partner in Wolfe & Wolfe, Realtors. The company, founded 


by Ida FE. Wolfe, specializes in general real estate, loans, and fire insuranc 


“Key people in our community eagerly await their 


copies of Perfect Home Magazine,” 


Savs Rov B. Wolfe of Danville, [linois 


O' R real estate board has been in existence for 335 years and 
Perrict HOMr Magazine is one of the finest ways of buildiny 
good-will and prestige we have seen,” says Roy B. Wolfe, president of 
the Danville (Illinois) Real Estate Board for 1951 and 1952. 


“Not only do our 33 board members look forward to the arrival of 
Perrect Home, but all of the people on our mailing list also eagerly 
await this fine magazine. 


“We believe that the public relations of our board have been greatly 
augmented by Perrect Home. We are proud to sponsor a magazine 
under our name that puts such a premium on quality.” 


We, the publishers of Pekrecr HOME, are proud too, to have spon 
sors such as the Realtors of Danville, for they represent men and women 
who recognize the importance of good public relations. Perrrcr Home, 
prepared as the sponsor's own publication, is a messenger of goodwill 
going into the homes of key people each month to tell the “home idea 


It is littke wonder that people selected to receive Perreci Hom: 
“eagerly await their copies.” A skilled staff of editors and artists combs 
the nation to find the newest and best ideas in home design, equipment, 
and decoration. And these are combined with striking tlustrations to 
produce this quality publication. 


Yet, through the Perrect Home Plan, cost of sponsoring and co 
sponsoring this goodwill-building program is nominal. Editorial prep 
aration, art and engraving costs are shared among its users throughout 
the entire nation. Local reproduction and mailing costs are spread 
among the selected, reliable local building factors who are invited 
the program, and who gain in prestige and goodwill from its use 





into 


A limited number of exclusive, annual, renewable franchises for 
Perrect Homer Magazine are available to real estace, home building 
or home financing organizations of unimpeachable reputation. If you 
are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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FIVE-YEAR 
WRITTEN 
GUARANTEE 
furnished with each unit 
No other 


STAIRWAY 
offers so much 


folding attic 
STAIRWAY 


5 exclusive features 


. Actuated by counterweights. 


- Operates on roller bearing which 
makes raising and lowering 


practically effortless. 


- Insulated door panel to prevent 
loss of heat to attic. 


. Full width safety treads. 


5. Finest grade lumber and 
aluminum alloy construction. 
All parts secured by bolts and 


screws. 


Easy to handle - - Easy to install. 
Shipped in 1 package assembled. 
No adjust- 
Fits all ceilings 


Requires no attic space. 
ments, no springs. 
from 7 feet to 9 feet 9 inches. 
(Runners graduated, all you do is 
measure from finished floor to 
finished ceiling and saw off runners 
at desired height.) Accepted by 
F.H.A. Listed in Sweets. Specified by 
leading architects. Sold by more than 
12,000 dealers in U.S. A. and Canada. 


Contact Precision Jobber for attractive prices. 


PRECISION PARTS CORPORATION 


400 North Ist St. Nashville 7, Tennessee 


50 











Texas realtors are still talking about the big one that Houston's 
Krank P. Young landed in the River Oaks addition. Some say 
it’s the biggest deal yet in Texas $225.000 for a spacious two 
story residence with a swimming pool, bathhouse, barbecue pit, 
imported fixtures, plus many other features. Young collected the 
full 5%. no splits, and the owner paid gladly. 


That realtors are qualified leaders in the many phases of this com- 
plex housing business is proved again by the election of Charles 
L.. Clements as president of the United States Savings and Loan 
League. A civic leader, Clements was a director for several terms 
of the Miami Beach Board of Realtors, 


Mortgage bankers are exploring the possibility of using future 
savings for mortgage financing. Key financiers, economists, and 
realtors met in New York last month to try to determine how much 
personal saving there will be and whether it will be available for 
mortgage financing 

Another realtor-builder in the limelight is Eddie Carr of Washing- 
ton, D. C. Last month, Carr helped plan and direct the biggest 
inauguration show in the nation’s history the Inauguration Day 
parade 


two weeks after the nation inaugurated its new leaders, 
NAREB installed its 1953 officers at its annual ball in Washing 
ton. Hundreds of realtors from across the country attended along 
with many senators and representatives. 


Goldey Beacom School of Business of Wilmington, Delaware boasts 
15 members in its first class in real estate practice and selling con 
ducted under a new rule passed by the state realty commission. 
Delaware now requires completion of an approved course in real 
estate practice as a prerequisite for a salesman’s license. The class 
is sponsored by Wilmington, Sussex County. and Kent County real 
estate boards, 


A great tribute is paid to the real estate and home building industry 
in the January 31 issue of Saturday Evening Post. In five well 
illustrated pages it tells the story of the Baltimore Plan (Journal 

Keb. °47 p. 24) and the Charlotte Plan (Journal Jan. “53 
p. 24) of slum clearance by private enterprise. Well-deserved 
credit is given to such realtor-leaders as Joe Lund, Harold Good 
rich, Paul Guthery, Alan Brockbank. John MeC. Mowbray. James 
T. Rouse, Guy T. O. Hollyday. James EF. Barrantine. 


Bureau of the census reveals some interesting statistics from the 
standpoint of realtors and builders. Due to the low birth rate dur 
ing the thirties the number of new households will keep on increas 
ing but it will be at a slower rate. An increase of about 17% is 
predicted during the decade of the 50's. Although this isn’t as high 
as during the previous decade, it still points to a strong home 
market. 


prominent New York City real estate firms, H. Stanley Hillyer, 
Inc., and Frances Spencer, Inc., have merged to form the firm of 
Hillyer & Bell, Inc. Conrad Bell, Jr., president of Frances Spencer, 
Inc., and Hillyer are widely known real estate builders, property 
managers, and developers, both commercial and residential. 
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ou can build this Gunnison Champion: Home 
lo el lor as little as $6900 plus lot— 


ata good profit for yourself 














F you'd like to offer homeseekers in your community a well- 
| ph meer feature-packed, two-bedroom home at this re- 
markably low price, take a look at this Gunnison “Champion” 

\ ic i) ‘ | ’ ‘OV home. 
Gunnison ealers receive Gunnison designed this home so you can sell it for as low 
as $6500 plus the cost of the lot. And you'll net a good margin 
®@ Advisory financial service of profit for yourself. 

This Gunnison “Champion” is only one of 72 elevations 
that you can build to sell in the $6500 to $12,000 price range. 
@ FHA-VA eligibility Every Gunnison Home is packed with features home buyers 
expect only in houses costing far more. 


@ Interim financing 


@ Home planning service 


@ Technical assistance 


You can grow with Gunnison 


@ Elimination of architectural a . : : = 

and material problems If you'd like to offer home values like this in your com- 
munity, write to Gunnison Homes, Inc., on your business 
© Full-page national advertising letterhead. We'll send you complete details on this successful 
@ Sales premotion catalogs enterprise. 


@ Local participation advertising ° —— ° 
National advertising will help you 
@ Rail or truck shipments * 


This Gunnison “Champion” Home and its low price are 
being featured in advertisements in the February 21 issue of 
The Saturday Evening Post and the March issues of Better 
Homes & Gardens and Household magazines. 


== © (unnison llomes 


Manufactured by Gunnison Homes, Inc., New Albany, Indiana 


SUBSIDIARY OF J NITED STATES S TE EL CORPORATION 


@ Prompt delivery 


























